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Beauty...efiiciency...economy for ANY lubrication department! 


World’s most complete line offers you the perfect choice! 


Eye-catching sales appeal to get more business—streamlined 
efficiency to handle more business—that’s what the complete Space Sever ClemMons—Ghert sm 
space? Alemite’s new Space Savers 
offer unbelievable versatility and 
convenience! 


line of Alemite stationary and portable equipment offers you! 
No matter how big your lube department may be—or how 
small—there’s the exact combination of Alemite units to make Famous Atomic Pump — Unmatched 
for performance, economy and ease of 
maintenance. Backed by exclusive 
Alemite 27 month guarantee! 


sure it’s busy —make sure it is a model of beauty and efficiency! 
And you'll find that Alemite equipment brings that custom-made 
look to your shop—the look that sells customers! The new Ale- 
mite “Pictures of Profits” plan can show you how to step up Visi-Drum Line—Feature a colorful 
and attractive display of your own 
branded lubricants — right in the lube 
bay! 


your lubrication business. Ask your automotive supplier Topay! 





The RIGHT Fitting where you need it—when you need it! 


Alemite Hydraulic Fittings 


Don’t delay another job because of a broken or 

jammed fitting! Keep the original, the genuine 

Alemite Grease Fittings on hand all the time. 

It’s easy with this plastic boxed assortment, 

mn, * No. 2365. Here in one handy container are 

S Jer 64 genuine Alemite fittings in the five most 
needed sizes. Order one today! 


Marshall Line — Portable units that 
give years of efficient trouble-free op. 
eration. Priced to give real value! 


711 Chassis Lubricator — Fully port- 
able, yet has the construction features 
found in the most expensive pumps— 
perfect for small departments. 


to 
~~. 


Only Alemite Fittings Offer these 4 Advantages! 


Complete Line—Alemite in- 
vented hydraulic fittings — to- 
day offers you the most com- 
plete choice. 


Quality — All over the world 
the name Alemite is known 
for quality. You can't use a 
finer fitting ! 


Armor Heard — Exclusive with 
Alemite. Every fitting is Ar- 
mor Hard for longer, more ef- 
ficient service ! 


Convenient Packaging — You 
can get just the assortment 
that you need. No need to 
carry a big stock! 








ALEMITE 


Dept. K-14 + 1826 Diversey Parkway + Chicago 14, Illinois 
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Zo bring in business / 


INSTALL 


Guardian 


SERVICE STATION LIGHTING 
the modern better lighting 
ATTRACTS TRAFFIC 











See the whole 


great G ° 4 
Write for FREE vardian line! 


Catalog No. 52 


Guardian Light Company 


301 Lake Street - Oak Park, Illinois 
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KAMLOK 


COUPLING 
ASSEMBLIES 














KAMLOKS positive seal all along the line assures greater 
safety in handling any type of liquid. A perfectly tight no leak 
connection is made in seconds by sliding coupler over adaptor, 
then pressing cam levers. No threads to engage, no twisting 
friction against gaskets, no tools required. KAMLOKS pro- 
vide long years of economical trouble free service. 


Available in any combination to meet coupling requirements 
in sizes from %”" to 4" inclusive. Sizes 4” to 3” precision ma- 
chined of special hard wear resistant bronze. 4” size of hi-tensil 
OPALUMIN, (OPW hi-tensil aluminum alloy requiring no 
additional heat treating). 4” in bronze on special order. 
Parts A, E, F, are interchangeable with parts B, C, D, G, H, 
in the same size. 


OPW CORPORATION 


2735 COLERAIN AVE. © CINCINNATI 25, OHIO 


Get the Free OPW Bulletin F-10-N for the complete story about Kamloks 
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Behind Our Headlines 


Another illustration of how readers 
put to practical use the information 
they find in NPN: 

Last Nov. 18 we reported the mar- 
keters are overlooking a bet in not 
going after the truck tire business at 
service stations. 

. 

Our story—by TBA Editor Frank 
C. Sturtevant—noted that nine out of 
ten truck owners are tire prospects at 
stations; declared that those prospects 
could be converted into good, paying 
customers merely by the application 
of common-sense selling practices. 

One who read that Nov. 18 article 
was the chief of the retail merchandis- 
ing department of a major oil com- 
pany. 

“It’s exactly what we have been 
telling our own people for years,” he 
informed us. “But for some unknown 
reason the idea never seems to catch 
on.” 

Now, with our permission, this re- 
tail merchandising department head is 
having reprints made of the NPN 
report for distribution throughout his 
sales organization. He hopes thereby 
to clinch his case and jar his salesmen 
at last into a realization that “there’s 
money to be made in truck tires at 
service stations.” 

= 

Also pointing up the value of hard 
selling is the latest NPN motor oil 
ratio survey—to appear soon. 

It will show that the oil ratio decline 
of recent years has practically been 
halted. But more significantly, it will 
indicate that companies pushing oil 
sales (with customer education pro- 
grams and stress on station lube mer- 
chandising) are getting results in the 
form of higher oil ratios. 


—Herbert A. Yocom 
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Here’s the MODERN LOW-COST way to expand 
your service facilities and INCREASE PROFITS! 


Clear your floor for ACTION ... use ARO Reels 
overhead! More “bend-over” space... reduce 
hose wear... all control nozzles handy for chassis 
grease, gear oils, motor oils, water and air. 


SEE YOUR ARO JOBBER 
The Aro Equipment Corporation, Bryan, Ohio 


Aro of Canada, Ltd., Toronto, Ont. 


LUBE EQUIPMENT 


ALSO ...AIR TOOLS... 
AIRCRAFT PRODUCTS... 
GREASE FITTINGS ... 
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AHEAD OF THE NEWS 


Gasoline Quality Row—Look for some fireworks this 
week out of Detroit when a Society of Automotive Engi- 
neers paper takes after gasoline additives. Advocates of 
additives will reply to the paper. The result may be an 
industry controversy having widespread sales and techno- 
logical repercussions. 


Tire Fire Test—A national test to pin down the cause of 
truck tire fires will be held soon. Trucking industry and fire 
prevention specialists will take part. With tire fires on oil 
tank trailers a continuing problem, the test will include a 
look at special fireproof undercoatings on tanks. Also on 
tap for study is the use of asbestos blankets, water and 
sand to extinguish tire fires. 


New Tank Standards—Leading Midwest tank manu- 
facturers have agreed on new standards for underground 
gasoline tanks, effective this month. Fourteen major oil 
companies and several Independents have co-operated with 
the Steel Tank Institute in the past two years to draft the 
standards. The institute believes these will meet the under- 
ground gasoline storage requirements in more than 95% 
of the usual Midwest installations. Twenty-two standard 
tanks are offered, ranging from 300-gal. to 10,000-gal. 
Specifications for the 300-gal. tank include U. S. S. gauge 
of 12, a 3 ft. diameter, and 6 ft. length. Four 10,000-gal. 
tanks are offered, each with U. S. S. gauge of 3. Diam- 
eters are 8, 9, 10 and 10% ft. Lengths are 27, 21 and 
17 ft., and 15 ft., 7 in. The spacing and sizes of openings 
also are standard. All tanks through 1,500-gal. capacity 
have three 4-in. and one 3% in. openings. All tanks 2,000- 
gal. and larger have three 4-in. and three 3% in. openings. 


Bid for Truck Trade—Kentucky oil men aren't sure 
they'll go along with state officials on legislation to “en- 
courage” interstate truckers to buy gasoline in Kentucky. 
The plan would boost Kentucky’s tax take. And oil mar- 
keters realize their own gallonage would rise. But they are 
withholding an endorsement until they're certain that 
strictly intrastate trucking won't be bound by red tape in 
the bill’s reporting and other requirements. In going after 
out-of-state truckers, kentucky would be following the lead 
of nearby Virginia and Arkansas. 


7 

Defense Pipe Line Study—A “super-inch” gas pipe line 
from the Southwest may be the answer to the problem of 
supplying the East with oil in wartime. The line would be 
converted to crude or oil products transportation in an 
emergency. Petroleum Administration for Defense thinks 
enough of the idea to have appointed six gas company men 
to study it. However, this is only “one phase” of PAD’s 
plan to investigate various solutions to the East Coast oil 
supply problem. Possible drawbacks to the gas line plan 
include: (1) Lack of an adequate gas supply to make the 
line economic in peacetime, and (2) the question of how to 
supply gas users if the line were switched to oil. 
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Longer Truck Life—The practice of running oil transport 
trucks as continuously as possible is paying big dividends 
on the West Coast. The system was prompted originally 
by the favorable economics of keeping oil deliveries mov- 
ing—with little idle equipment. But one company has found 
in addition that the life of its engines and of the rigs them- 
selves has been extended beyond all expectation. Mainte- 
nance has been a big factor. Another is believed to be the 
fact that key metal parts never cool off—a condition 
beneficial to the metal. Conversely, lack of use is thought 
to shorten the life of rigs. 


‘Automatic’ Dipstick—This month Sears Roebuck will 
begin selling a dashboard motor oil level indicator for 
passenger cars. The indicator is clamped to the steering 
column and connected by a rubber tube to a special dip- 
stick in the crankcase. It gives car drivers an at-a-glance 
reading of oil level. Motorists can check the instrument's 
reading by replacing its dipstick with their original dipstick. 
In March, Montgomery-Ward will also begin selling the 
device, which retails for $4.98. 


Gasoline Load Fight—Several California communities 
may seek 1,500-gal. limitations on the amount of gasoline 
and other flammable liquids that may be hauled in their 
streets. Denver passed an ordinance with this restriction 
last month—on safety grounds. Now some oil distributors 
in Blythe, Brawley, El Centro and Indio (all in Southern 
California) are planning to seek similar curbs. The dis- 
tributors also would use “safety” as the reason for restric- 
tions. But many of the distributors view large-capacity 
“clipper” trucks as a threat to their existence and realize 
a 1,500-gal. limit would help them by curtailing direct 
delivery operations. Not all distributors approve of such 
action. California Petroleum Distributors Assn. is expected 
to oppose the ordinances, believing them to be dis- 
criminatory. 


Caution for Jobbers—National Oil Jobbers Council's 
Otis Ellis is strongly endorsing warnings that jobbers should 
be wary of supplier proposals asking them to become con- 
signees. Jobber association secretaries in several states 
(including Iowa and North Carolina) have urged a serious 
look at such apparently increasing propositions. The big 
argument of these officials: By switching to consignee 
operation, the jobber sacrifices independence. 


Price Trimming in West—Under-the-canopy discounts 
of 3¢ per gal. on gasoline are reported at several stations 
in the San Francisco East Bay area. Major company sta- 
tions are said to be taking a leading role. An Independent 
operator says two majors are not only disregarding the 
usual 2¢ differential between major and private brand, but 
are actually undercutting private brand stations. 


For more Ahead of the News > 
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Address Replyto Nashville, Tennessee 
November 20, 1953 


Mr. Neely Coble, President 


Neely Coble Mack Trucks Company 
Nashville, Tennessee 1 


Dear Sir: 


We bought our first Mack tractors in the year 1940 and 
since have used them almost exclusively; in fact, today our 
over—the-road fleet of 175 tractors is 97% Mack. 


Although our almost exclusive use of your tractors is proof 
enough that we like them, we thought you might like to know why. 


The low cost of maintenance and operation comes first. Gas 
mileage has always been excellent; the last tractors we bought, 
the B-5SOT model, are getting 54 miles per gallon. We have a number 
of EQ models, one of the predecessors to the B-50T, that are 
nearing the 300,000 mile mark whose engines have not been bored. 
Then there is the ease of maintenance angle; the simplicity of 
construction of both chassis and engine commands the respect of 
all mechanics. 


The enthusiastic acceptance by our drivers is not to be 
regarded lightly either; they report the late models to be 
tops in driving ease and comfort. 


These are the reasons we like Macks. 








Very truly yours; 
WILSON TRUCK COMPANY, INC. 


CAE or 


E. G. Comer, President 


ST. LOUIS, MO. 
ATLANTA, GA. 
CHATTANOOGA, TENN. 
ROME, GA. 
KANSAS CITY, MO. 
CHICAGO, ILL. 
CLARKSVILLE, TENN. 
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AHEAD OF THE NEWS 





Lube Oil Controversy— Additives in motor oil may soon 
be the center of an industry dispute. Confidential field tests 
have shown some additives responsible for a high wear 
rate in 1953 and 1954 model cars in light duty service. 
This includes stop-and-go, short-trip driving. The tests 
show that some heavy duty oils now on the market produce 
a high rate of wear on engine cams and lifters. But the 
tests also show that use of the proper additive can cut 
engine wear substantially. It adds up to an oil industry 
problem created by engine design. What makes it tough is 
that after engine wear trouble is spotted, it may take the 
industry from six to nine months to come up with the lube 
oil answer. And about that time an improved oil is on the 
market, new model cars are out, with different problems. 


Farm Sales Good—Promise of a strong farm market for 
gasoline and other fuels is given in a Commerce Depart- 
ment survey of farm equipment manufacturers. The survey 
indicates “very little decline” from 1953 in this year’s 
farm business—with an increase possible. 


Station Credit Switch—Pure Oil Co. will change from 
its present credit card system to books of credit checks on 
April 1. The checks are pre-punched for tabulating ma- 
chines. The move follows a two-year trial of the credit 
checks in Pure’s Minneapolis division. The scoreboard now 
shows that 18 oil companies in the U.S. and Canada have 
abandoned conventional credit cards. Six American and 
four Canadian companies now use credit check books. And 
six American and two Canadian companies have adopted 
metal credit plates. 


Winter Lube Push—Sun Oil Co. will shoot for a better 
winter oil ration with a January-February campaign for 
motor oil and filter cartridge change. The “off-season” 
effort is a joint undertaking of Sun and Fram Corp., manu- 
facturer of the oil filter cartridges carried in the Sun TBA 
line. 


NPN Staff 


Two-Way Radio—A large Midwest jobber is studying a 
two-way radio system for instant communication with his 
sales and maintenance personnel. He would have equip- 
ment in four vehicles—his own car, two autos driven by 
salesmen and a maintenance truck. The jobber’s marketing 
area has a radius of 95 miles at its widest point. A pre- 
liminary study shows that eventually the radio system 
would more than pay for itself in savings on long-distance 
telephone calls. A local veterinarian installed a broadcasting 
station for $1,250, and a receiving and sending unit in his 
car for $350. After installation, maintenance and operating 
expenses apparently are small. The jobber doubts it would 
be feasible for him to put radio equipment on his trucks 
and transports, since they operate generally on set routes. 


Truck-on-Rail Push—Interstate Commerce Commission 
has stepped up the pace of “piggy-back” truck-rail opera- 
tions (loaded trucks carried on railroad cars). An ICC 
plan to draft new rules for such transportation follows 
closely the start of a trucking industry study that will 
include the possibilities for oil and chemicals. Suggested 
rules should be submitted to ICC by Feb. 15. 


Supercharger on Market—A 1954 car reportedly will 
appear soon equipped with a supercharger (as standard 
equipment on higher-priced models). 


Diesel Tax Trouble—Oil men see a dangerous prece- 
dent in the attempt of a Virginia legislative commission to 
boost the state Diesel fuel highway tax from 6¢ to 8¢ per 
gal. The gasoline tax would remain at 6¢. The oil men 
don’t think a 2¢ differential between the two fuels can be 
justified by increased mileage from Diesel. They think a 
higher Diesel tax would encourage tax evasion. And they 
doubt the increased Diesel revenue would do more than 
cover added enforcement costs. 
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25% WEAVIE 
than 
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other pumps, 


bonderized, enam- 
eled and baked. 
, Weatherproof 
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FOR EXTRA 
SERVICE 


Star because this Wayne “Plus Value” 
Pump wins extra sales . . . gives extra 
service ... all at no extra cost. That is 
why it has become a choice of stations 
across the nation. It answers the de- 
mand for lower pumping costs on 
every island . . . keeps maintenance at 
a minimum, service at peak efficiency. 
Every part is “service engineered” to 
provide maximum operating life . . . 
produced under rigid quality control 
. «+ pre-tested in one of the industry’s 
most modern and grueling proving 
grounds. 

Compare this Wayne Pump to all 
others in value, service and cost of 
operation. Then you'll know why there 
are... 

MORE WAYNE PUMPS PURCHASED 
THAN ANY OTHER MAKE. 


THE WAYNE PUMP CO. 


SALISBURY, MARYLAND 
TORONTO, CANADA 











—— 











STATION-ENGINEERED 
PRODUCTS 
include 


Two-stage (high 
and low-pressure) 
and single-stage. 
Tank-mounted; 
quiet, smooth-run- 
ning, completely 
automatic. 


Horizontal Type 
Vertical Type 


AUTO HOISTS 


Single, double, and 
3-post types. Free- 
wheel, frame-hoist, 
or drive-on. Hydrav- 
lic operation (semi 
or full) for cars, 
trucks, buses. 


Retriever reels for 
air, water, oil, 
greases; Enclosed- 
type or open. iIn- 
stalled on wall, 
floor, ceiling or on 
an island, 


High boys, tank 
units, dispensers for 
oil, gasoline, kero- 
sene, alcohol, and 
greases. 





WASHINGTON 


FTC to Look Before Leaping on Mergers 


There is a refreshing note in the 
word from the new Federal Trade 
Commission majority that it isn’t go- 
ing to be “trigger happy.” It proposes 
to ask questions before it shoots, in- 
stead of after. 

The new majority has emphasized 
that it isn’t nearly as interested in 
technical, borderline violations as it 
is in determining whether or not cer- 
tain alleged practices actually injure 
competition. 

If they injure competition unfairly, 
FTC wants to crack down hard. But 
if there was no injury, then the com- 
mission figures there is no point in 
making an issue of it. 

The commission has pointed out 
that the Supreme Court itself has said 
in a couple of cases, including the 
Standard Oil of California exclusive 
dealing case, that in such matters 
there should be an economic study to 
determine whether or not such con- 
tracts in these given instances actually 
did any damage to anyone. But, The 
Supreme Court said, it wasn’t equip- 
ped to make such studies. Someone 
else, such as the FTC, should do such 
things, the court said. 

The FTC seized upon this with 
alacrity and said it was going to do 
just that each time such a case 
turned up. 

Furthermore, when the first anti- 
merger case under the revised anti- 
merger law came to its attention, the 
FTC said it wanied evidence on the 
effect of the merger. It wanted figures 
on production and sales before and 
after the mergers and similar figures 
on the company’s competitors. 

Confusing Ruling — However, the 
FTC majority then proceeded to con- 
fuse some people by saying, in effect, 
that although it was remanding the 
case to the trial examiner to get such 
information and to give the company 
an opportunity to refute charges 
against it, FTC felt that the case in 
question probably was a good ex- 
ample of an antimerger violation. 

In other words, the company ap- 
peared to be guilty but the FTC 
wanted a proper trial before hanging 
the defendant. 

It sounded a little bit like the yarn 
about the West Texas judge who 
opened the trial of a man charged 
with stealing a horse by saying: “Does 
the horse thief have anything to say 
in his defense?” 

The FTC did point out, however, 
that in its opinion the antimerger law 
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was meant to prevent injury—or to 
stop it as quickly as possible-——rather 
than waiting until a merger proved 
beyond all doubt that it was running 
its competitors out of business. The 
FTC noted that the law used such 
phrases as “may tend to create a 
monopoly,” etc. Thus, the FTC said, 
in antimerger cases, it wasn't neces- 
sary to prove that actual injury had 
been done if it could be proved that 
the merger would result in such an 
injury. 

Write-Off for All 


George Gibson, who for 2% years 
was PAD’s specialist in tax write-off 
matters, thinks it high time the gov- 
ernment made rapid write-off avail- 
able to all industries, and not just 
those projects which have some tie 
with defense or defense-supporting 
activities, 

Now an independent oil consultant 
at Montclair, N.J., Mr. Gibson feels 
the selective system was all right in 
the days of emergency, for it put first 
emphasis on essential activities. For 
a long-range program, however, it isn’t 
practical. 

He points out, for example, that 
there isn’t much point in encouraging 
the steel industry to expand if you 
don’t encourage the industries which 
use steel to expand also. There would 
be no one to use the extra steel. 

He believes that a liberalization of 
the tax write-off rules would be of 
special help to smaller firms because 
they would be better able to raise 
money for expansion projects. 

Mr. Gibson has an answer, too, to 
the Treasury Department's fear that 
liberalization of write-off regulations 
would cause a drop in revenue. 

Revenue the Same—He agrees 
there would be a temporary drop, al- 
though in the long run the revenue 
would be the same. And to offset that 
temporary drop, the firm using the 
rapid write-off could pay the govern- 
ment interest on the difference be- 
tween its rapid write-off tax bill and 
the present long-term depreciation 
schedules. The government, then, 
could borrow that amount and the 
government wouldn't be out any 
interest because that would be taken 
care of by the company. 

Elmer Batzell, also a former PAD 
official, made a similar proposal, 
among others, to a congressional 
committee last summer. 


—NPN Washington Staff 
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Bim)) WEEKLY PETROLEUM STATISTICS (arp 
Primary Stocks 


Finished and unfinished gasoline (thous. bbl.) 
Distillate fuel oil (thous. bbl.) 

Kerosine (thous. bbl.) .. 

Residual fuel oil (thous. bbl.) . 
Crude oil—B. of M., 1 week earlier (thous. bbl.) 


Refinery Activity 


Crude runs to stills (thous. bbl. daily) . 
Foreign crude included (thous. bbl. daily) 
% of refinery capacity operated 


Refinery Output 


Gasoline (thous. bbl.) 
Kerosine (thous. bbl.) . . 
Distillate fuel oil (thous. bbl.) 
Residual fuel oil (thous. bbl.) 


Crude Supply 


U. S. crude oil production (thous. bbl. daily) 
Crude oil imports (thous. bbl. daily) 


mm) MONTHLY MARKET TRENDS 


Petroleum products in secondary storage (thous. bbl.) 
Exports of crude and refined products (thous. bbl.) 


Average station gasoline price, ex tax (¢ per gal.) 
Gasoline consumption (million gal.) 

Service station building permits (number) 
Passenger cars—factory shipments (thous.) 
Trucks and busses—factory shipments (thous.) 
Automotive replacement tire shipments (thous.) 
Replacement battery shipments (thous.) 

Oil burner shipments (thous.) 


NPN PRICE AVERAGES* 


Refinery Terminal 


Week Week Week 
Jan.11, Dec.14, Jan.12, 


1954 
.. 12.10 
.. 10.32 
“at ow 
+: ae 


($ per bbl.) 2.82 


1953 
12.19 
10.29 

8.96 
4.21 


9.22 
17.63 


2.83 


1954 
11.33 
9.94 
8.53 
3.44 


8.47 
20.90 


2.56 


* Weighted average price, prin- 
cipal markets. 


Week Ended 
Jan. 2 
1954 
160,075 
113,582 

29,081 
49,435 
273,517 


7,202 
616 
89.3 


25,141 
3,020 
10,358 
8,805 


6,100 
638 


Latest Month 
57,200 (Oct.) 
11,664 (Oct.) 

22.11 (Dec.) 
4,252 (Sept.) 
449 (Oct.) 
362 (Nov.) 
77 (Nov.) 
2,729 (Nov.) 
2,826 (Oct.) 
101 (Sept.) 


Week Ended 


Dec. 5 
1953 
150,098 
130,053 
34,775 
51,073 
282,573 


6,964 
654 
87.9 


24,876 
2,667 
9,664 
8,628 


6,085 
553 


Previous Month 


54,889 
11,191 
21.79 
4,419 
449 
533 

89 
4,245 
2,852 
95 


Week Ended 


Jan. 3 
1953 
137,016 
99,713 
28,094 
49,459 
268,710 


7,221 
652 
97.4 


24,306 
3,009 
10,921 
9,524 


6,428 
487 


Year Ago 
57,400 
12,043 

20.06 
4,050 
392 
404 
113 
3,069 
3,112 
104 
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SUPPLY AND DEMAND 


Record Crude Output—A gain of 
98,000 b/d or 1.6% in production 
of crude petroleum was recorded in 
1952 over the previous year, ac- 
cording to the annual petroleum 
statement compiled by the Bureau 
of Mines. The 1952 crude produc- 
tion averaged 6,256,000 b/d. At 
the same time, stocks of domestic 
crude increased 36,000 b/d, indi- 
cating a demand for domestic crude 
oil averaging 6,220,000 b/d, or a 
gain of 1.5% over 1951. The total 
demand for all oils in 1952 aver- 
aged 7,712,000 b/d, including ex- 
ports of 436,000 b/d and domestic 
demand of 7,276,000 b/d in con- 
tinental U.S. Compared with 1951, 
total demand was 3.3% higher, 
total exports were 3.3% greater and 
domestic demand was up 3.3%. 


Gasoline Stocks Rise—In week 
ended Jan. 2, gasoline inventories 
in primary storage rose to within 
3,249,000 bbl. of the all-time high 
set late in March last year. API 
statistics show crude runs to stills 
were Only 65,000 b/d under the 
record set last July. Gasoline pro- 
duction remained near a record 
level, although declining 51,000 
bbl. for the week. 


West German Demand Up—Con- 
sumption figures for West Ger- 
many in 1953 indicate a rise of 
about 18% over the previous year. 
Totals amounted to 6,670,000 tons 
(about 127,918 b/d) as against 
5,660,000 (about 108,251 b/d). 
The largest percentage changes 
were found in LPG which was up 
46%; aviation gasoline, 33%; 
petroleum coke, 22%; and diesel 
fuel, 20%. Heating oils increased 
17%, while paraffin was off 6%. 

iraq Production Dips—A slight de- 
cline in crude oil production by 
Iraq Petroleum and associated com- 
panies was reported for November 
as compared with the previous 


“Bill, what made you decide to sell 
CANFIELD PREMIUM 
HDM MOTOR OIL?” 


“Charlie, I talked to many Canfield 

jobbers before deciding. Without exception 
Canfield jobbers were loud in their praise of 
Canfield treatment... of the way Canfield 
has helped them to grow and prosper.” 


“That's fine, Bill, but how do Canfield 
products stack up?” 


*““Know-how is important too, 
Charlie, and Canfield has it... 67 
years of making the latest and best 
in lubrication. Canfield Quality has sure 
werked for us... our oil sales have increased 
substantially ... our customers are happy... 
keep coming back... we’re making money.” 


“Yes sir, we're mighty happy with our 
Canfield tie-up... should have made it years 
ago. Better get on the band wagon Charlie.” 


month. The output of the Kirkuk Ask the man who buys it why it pays to do busi- 


Field, for one, showed a compari- 


son of about 474,940 b/d as ness with Canfield. 


against 475,162 b/d. 


Kansas Ups Flow—aAn increase of You too, can handle CANFIELD PREMIUM HDM 


20,000 b/d over the December al- 


lowable has been set for January MOTOR OIL under our brand or yours. 


by the Kansas State Corporation 


Commission. The crude oil allow- Write, wire or phone today for the details. Available in 


able for January is 315,000 b/d. 
Creole’s Production Rises — As 
compared with 725,309 b/d in Oc- 
tober, 1953, and 766,349 b/d in 


bulk, drums or refiner sealed cans. 


November, 1952, the operated pro- CA N F | F L D O | L 8 Oo M PA N Y 


duction of Creole Petroleum in 
Venezuela averaged 800,867 b/d 
in November, 1953. 
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SAVE... 


..-When you buy 
..«When you install 
...As you use 





SA VE 14% IN WEIGHT 
with new WARREN 


SQUARE ManiFoL VALVES 


EXCLUSIVE DESIGN 








EVEN FASTER UNLOADING 
WITH COMPLETE SAFETY! 
Your SAVINGS BEGIN when you buy or specify new weight-saving WARREN 
Square Manifold Valves. And your savings continue — year after year for the 
lifetime of your equipment—as you use them. 
The exclusive WARREN Square Manifold design provides weight-savings 
of 14% in the 3-inch size even over lightweight WARREN cylindrical construc- 
tion—still more over old-style, heavier constructions! In addition, with WARREN 


Square units, hanger heads are 50% lighter. And further weight reductions 
result from the use of lighter connections. 

These savings are important! For example, a complete 3-inch, 3-compart- 
ment WARREN Square, installed with connections, saves 15 pounds for a 24% 
overall reduction in manifold weight! There are comparable weight savings in 
WARREN Square 2- and 4-inch sizes! 


SAVE THREE WAYS WITH WARREN SQUARE MANIFOLDS 


BE SURE TO SPECIFY 

New WARREN Square 

Manifolds For Your 
New Equipment 


Check these features 
Guaranteed performance 
Complete safety 
Lighter weight 
Faster unloading 
Fewer joints 
No leaks between valves 


Meets all state 
requirements 


Easy to order 
No drawings or com- 
plex engineering in- 
formation necessary. 





Save when you buy. You get the size and 
number of valves you want with connec- 
tions located and angled as you want them 
and with the outlet you require. Yet 
custom-fabricated WARREN Squares are 
production-priced! 


Save when you install. You can cut instal- 
lation time and costs because WARREN 
Squares are easier to handle and quicker 
to hang and connect with lighter-weight 
hanger-heads and connections. 


Save as you use. You haul less dead 
weight, carry more pay load. This means 
savings every trip, every day. And because 
the new Square design provides a greater 
flow area, you get faster unloading and 
save on delivery time. Finally, you save 
on maintenance costs because these new 
manifolds have all of the performance- 
proved construction features of the 
WARREN cylindrical line plus the advan- 
tages of the new WARREN Square design. 


Write today for complete information! 


MANUFACTURERS OF WARREN SNAP SEAL 


SAFETY LAMPS AND CUSTOM BUILT MACHINERY 


ei ‘ 4 z 
fo We Ve. 
Pea 
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LUBRICATION 


Jobber’s Lube Contracts Boost Sales 


National Petroleum News 


Jobber Lloyd L. Felker has packed technical know-how and 
hard merchandising into a lubrication contract program that: 


—Sells more motor oil. 


—Boosts sales of related lubricants and services. 
—Brings new customers into his stations. 
—Makes motorists more lubrication-conscious. 


Lubritection, as the Felker company 
calls it, upgrades service station per- 
sonnel from “grease monkeys” to lu- 
brication experts in the eyes of the 
customer and gives the motorist a serv- 
ice that is impressive and valuable. 

The Marshfield, Wis., Shell Oil job- 
ber’s experimental lubrication plan in- 
cludes two types of contracts: 


1. A one-year agreement, which 
provides a guarantee against mechan- 
ical failure due to improper or inade- 
quate lubrication, or due to failure of 
a lubricant. The guarantee holds good 
as long as the customer follows Felker 
lubrication recommendations and uses 
recommended lubricants. 


2. A contract to have motor oil 
analyzed, in Felker’s own lab, every 
three months. 

Conceived and developed by Na- 
TIONAL PETROLEUM News, the pro- 
gram was introduced Sept. 25 by Fel- 
ker to motorists and truck operators 
in three Wisconsin towns—Marshfield, 
Abbotsford and Wisconsin Rapids 
(see NPN Sept. 23, p. 14). 

Of 54,000 vehicles registered in the 
area served by Felker stations, the 
four outlets participating in the pro- 
gram service about 5.7%, or an esti- 
mated 3,100 vehicles. After almost 
three months’ operation, Robert Fel- 
ker, who heads up the Lubritection 
program, makes this progress report: 

Customer Response—About 13.5%, 
or 418, of the total customers served 
by these four stations are using Lubri- 
tection services under one of two 
schedules available. 

Thirty-five have signed one-year 
Lubritection contracts. 

Another 383 have signed contracts 
to have motor oil analyzed. Under the 
latter agreement, there is no stipula- 
tion as to products used or lubrication 
recommendations to be followed. For 


passenger cars, the analyses are sold 
four for $5, or a straight $1.50 each. 
The truck rate is $1.50 for each test 
up to 10 vehicles, and $1 per test for 
11 or more vehicles. 

Eighty-five passenger cars use Lu- 
britection services, and 333 trucks 
have been signed to date. 


Dividends—Since the program be- 


gan 81 days ago, 29 new customers - 


have been acquired by the stations di- 
rectly as a result of Lubritection. Mr. 
Felker says that, while that number 
may seem small, it represents the new 
customers who could be directly at- 
tributed to Lubritection alone. Actu- 
ally, he says, a much larger number 
of new customers has been added but, 
aside from the 29, they could not be 
credited to the lube program. 


Counting only Lubritection custom- 
ers, in 81 days there have been 106 
instances of new sales or increased 
sales of such services as oil changes, 
new thermostats, filter element re- 
placements and chassis lube jobs. 

Mr. Felker says the majority of 





Fleet Signs Contract 


Lloyd Felker Co. has signed 
a contract with Minneapolis Gas 
Co., Minneapolis, for the Lubri- 
tection oil analysis service. 

The company has 360 vehicles 
in its fleet. Felker will take sam- 
ples of oil from various vehicles 
and send them to Marshfield for 
analysis. Samples will be selected 
on the basis of type of service 
in which various groups of the 
company’s vehicles operate. 

Purpose of the project is to 
establish oil change patterns for 
various types of operation by 
company vehicles. 
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Lubritection customers have been the 
result of personal solicitation. How- 
ever, an advertising campaign and 
word-of-mouth reports have brought 
in 76 others. 

Customers Save Money—Two com- 
panies that have signed up for Lubri- 
tection service have written letters 
complimenting the Felker Co. on the 
oil analyses. They say that the oil test 
program already has saved them many 
dollars. 

One Felker account reports the Lu- 
britection service has proved extreme- 
ly valuable. An oil test made on a key 
standby internal combustion engine in 
the plant showed the oil in very dan- 
gerous condition. The plant had been 
running the engine about five minutes 
a day to “keep it in trim and test it.” 
Actually, the practice polluted the oil 
with contaminants and oil analysis 
showed that any extended use of the 
engine would have resulted in serious 
damage and almost certain break- 
down. 

The engine was used to power a 
standby pump in the plant's fire pro- 
tection system. 

Another engine in the same plant 
contained oil loaded with antifreeze. 
Oil analysis indicated operation of the 
engine without an oil change probably 
would result in piston seizure. 

Experience with Lubritection to date 
shows it can take motorists away from 
car dealer garages and shops and 
make them service station customers. 
Felker stations report numerous in- 
stances of this. The transfer of lube 
services from car dealer shops to sta- 
tions has been most noticeable among 
owners of Cadillacs, Oldsmobiles, 
Buicks and Lincolns. 

Mr. Felker has on record many 
cases in which oil tests have detected 
the cause of valve and valve lifter 
troubles. By following Felker recom- 
mendations, car owners report their 
troubles ended. 

Oil analyses also have resulted in: 
reduction of intervals between oil fil- 
ter replacements in most cases. The 
tests definitely show the need for oil 
filters, Mr. Felker declares. So far, 
four Pontiac owners have been con- 
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Are You Ruining Your Car 
Without Knowing It? 





NEWSPAPER ADVERTISING of its Lubritection program brought in only a few 


customers, but the Felker Co. reports ads did “soften” prospects when personal contacts 
were made 


vinced filters should be installed on 
their cars. 

Farmers Show Interest—Bonuses of 
an unexpected nature have resulted 
from the program. Considerable inter- 
est has been displayed by farmers in 
the area. No attempt was made to at- 
tract the farm trade in the Lubritec- 
tion campaign, yet better than a half 
dozen farmers have gone to Felker 
stations voluntarily and asked for tests 
on the oil in the crankcases of their 
trucks and tractors. 

As a result of the program, Felker 
has been invited by the county agri- 
culture agent to demonstrate the Lu- 
britection oil analysis before the 4-H 
and Future Farmers of America. 

The Marshfield High School chem- 
istry instructor has invited Felker to 
demonstrate oil analysis before chem- 
istry classes next spring when the 
study of petroleum is taken up. 

Contacts with the public through 
the program have proved invaluable 
from the standpoint of prestige, and 
good will, Mr. Felker asserts. 

One of the most valuable contribu- 
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tions of the program, according to 
Robert Felker, is its effect on service 
station personnel. Station attendants 
and operators have become motor oil 
conscious. They are bringing their 
own cars in for oil tests, and paying 
the regular rate for the analyses. 

To date, about 90% of Felker’s sta- 
tion employes have bought oil anal- 
yses. 

Public Acceptance—So far not one 
Felker oil analysis has been disproved. 
Some customers have questioned test 
results, but retesting proved the orig- 
inal analysis to be correct. 

Mr. Felker says that as far as he 
knows, all recommendations made to 
customers so far on the basis of oil 
tests have been “followed religiously.” 

Mr. Felker also says that in every 
case where truck oils have been tested 
more than once, adherence to the Fel- 
ker recommendations has resulted in 
improved engine and oil condition. 

County officials are seriously con- 
sidering including oil analysis as a part 
of specifications for the next county 
oil bid. 


NATIONAL PETROLEUM NEWS - 


Oil Test Results—in 81 days, Fel- 
ker ran 432 oil analyses through its 
laboratory in Marshfield—an average 
of more than 5.3 per day. These tests 
showed: 

134 cases where tests indicated the 
need for shorter oil drain periods. 

42 instances of where oil drain pe- 
riods could be extended safely. 

48 oils with high acid content. 

151 with excessive dilution. 

35 with excessive asphalt content. 

86 with excessive sediment. 

19 with excessive water in the oil. 

Problems—Mr. Felker says the key 
to selling Lubritection is customer 
education. It is almost imperative to 
make personal contact if a sale is to 
be made. About 80% of the custom- 
ers now in the program have been 
sold by personal contact. But accord- 
ing to Mr. Felker, the time and money 
spent on personal contacts is more 
than amortized by the increased busi- 
ness. 

By the use of educational brochures 
and opportunities to explain lubrica- 
tion personally to customers, Felker’s 
ratio of sales to contacts’is running 
very high. This convinces Mr. Felker 
that customers can be educated to 
want proper lubrication protection for 
their cars and trucks. 


Marketers Disagree 
On Lubrication Plan 


Opinions of oil marketers are split 
on the Felker Lubritection program, 
ranging from enthusiastic support to 
predictions of failure. 

Here is what some of them said: 

D. G. Proudfoot, The Pennzoil Co. 
—“This type of program is an adapta- 
tion of the Faber Laboratory setup and 
it is known from such experience that 
checking the condition of oil is very 
helpful in several ways. 

“For fleets, which are the main Fa- 
ber clientele, the setup can be handled 
readily in this way because the units 
are under strict control, and the vari- 
ous vehicles usually have a definite pat- 
tern of operation—all of which reduces 
the variable to a workable minimum. 

“To get individual motorists to sub- 
mit to this same type of program will, 
in the main, be rather difficult. A few 
enthusiasts will take it on, but the per- 
centage drop-off, I am afraid, will be 
rather high as enthusiasm wanes. But 
it will serve well the purpose of mak- 
ing the driving public more conscious 
of oii and the necessity of changing it 
on the basis of driving habits and en- 
gine conditions. 

“We, as you know, are strong pro- 
ponents of customer control, particu- 
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larly through car dealers, and there too 
we find that generally speaking it is 
hard to get a high percentage to con- 
form. This even with the advantage 
that our procedure draws to the cus- 
tomer’s attention the necessity for cer- 
tain mechanical repairs which can be 
classed under the general heading of 
preventive maintenance. 

“All these programs are good theory 
and work out reasonably well in most 
cases, but it is a continuous effort to 
get people to do the things they ought 
to do, because the average human 
being is very lackadaisical about most 
things until stern necessity teaches him 
a hard lesson. Too, it is always those 
who should take advantage of the serv- 
ice .. . who do not do it. 

“Regardless of all the doubt that our 
experience indicates, I feel that it is 
worth a good try and, with the fine set- 
up that seems to have been established, 
it will be interesting to await the re- 
sults of a year’s experience with it. But 
the program will require courage and 
unremitting effort.” 





Standard Oil Co. (Indiana), G. T. 
Dougherty, manager, lubricating and 
sales technical service departments— 
“The analytical scheme proposed is 
practically a duplicate of some already 
existing systems of analyses. The prin- 
cipal value, of course, is from determi- 
nation of dilution, presence of water, 
and presence of abrasive solids. With 
reasonable care, a fairly good idea of 
crankcase oil condition as influenced 
by filtration, air cleaner efficiency, and 
type of driving can be had. 

“However, I cannot help but point 
out that the present recommendation 
of the API for changing oil in the 
crankcase of automotive engines has 
been arrived at as a consequence of 
data furnished by laboratories of many 
reputable oil companies over a long 
period of time. 

“While, of course, there is always a 
chance for a variation from an average 
in each individual case, I cannot help 
but feel if the record were to be kept 
of the analyses proposed . . . the over- 
all conclusion that would be arrived at 
might not be much different from the 
present API Crankcase Drain recom- 
mendation. 

“For a small distributor, this idea is 
probably something that will attract 
attention for a while, but I wonder if 
they will be able to hold customer in- 
terest over a long period of time with 
this procedure. I cannot see how it 
would be possible to adapt this pro- 
cedure to large company operations.” 


P. V. Keyser, Jr., Socony-Vacuum 
Oil Co., domestic marketing manager 


—*This is an extremely interesting ex- 
periment ... and we are most inter- 
ested in the outcome. We have had one 
or two minor experiences with some- 
what similar approaches and have 
found that they have had their draw- 
backs as well as advantages.” 


Pure Oil Co., Hugh L. Hemingway, 
general manager, sales service depart- 
ments—“We were very much inter- 
ested in . . . the use of an oil analysis 
service by a Wisconsin jobber. We 
think the idea of having it tried by a 
jobber organization was particularly 
good, and if these people are as inter- 
ested as they must be in exploiting the 
system, it will undoubtedly be a suc- 
cess for them and result in increased 
sales. 

“We have discussed the possibility 
of doing this sort of thing ourselves.” 
Felker’s experience “should provide us 
with some background as to whether 
the analysis of lubricating oil condition 
in passenger cars will actually result in 
a general trend toward lower drainage 
mileage or higher drainage mileage. 
Both are possibilities.” 


Ralph Matthews, secretary, Inde- 
pendent Oil Compounders Assn.—‘! 
wonder if the test cannot also be ap- 
plied to crankcases of farm tractors. 
In looking through Chek-Chart’s book- 
lets on lubrication of tractors, I notice 
that the crankcase drain interval is all 
the way from 60 to 250 hours. I would 
be willing to wager, however, that most 
farmers do not pay the attention they 
should to that drainage interval, and 
thus the crankcase oil gets contami- 
nated to the point where wear is 
caused. 

“That naturally cuts down the use- 
ful life of the tractor. Farmers as a 
whole are careful how they spend their 
money, so it might be difficult to sell 
them a contract for checking crank- 
case oil. But perhaps they might go for 
the $1.50 check. It seems to me it 
would certainly be advisable to check 
into that field.” 


Cities Service Petroleum, Inc., L. T. 
White—“The story of motor oil analy- 
sis service being offered by Lloyd Fel- 
ker Co. is significant and is attracting 
wide attention. .. . 

“The industry has been greatly con- 
cerned over the declining use of motor 
oil in relation to gasoline consumed. 
You have shown that the public will 
respond to an intelligent believable 
analysis. It may be that you will turn 
upward the public’s understanding and 
appreciation for good, fresh, clean oil 
in the crankcases of their engines. . . .” 
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ICC Approves Merger 


Of West Coast Haulers 

A go-ahead signal from the Inter- 
state Commerce Commission has 
made System Tank Lines of Los 
Angeles the largest tank truck con- 
cern in the West. ICC has approved 
purchase and consolidation of two 
other Los Angeles carriers — Lang 
Transportation Corp. and its affiliate, 
Manning tank Lines, Inc. 

System operates in eight western 
states (Arizona, California, Idaho, 
Montana, Nevada, Oregon, Utah and 
Washington) and does 98% of its 
business in the product 
handling field. It is an affiliate of 
West Coast Fast Freight, Inc., con- 
trolled by B. M. Stewart, president, 
and D. H. Roberts, executive vice 
president. 

Reported purchase price was 
$874,250. Previously, System had 
bought Lang’s truck equipment for 
$500,000. System acquired 120 truck 
and trailer units from Lang and 
Manning, giving it a fleet of 240 
trucks with 1,800,000-gal. capacity. 

The transaction, first announced 
last May, transferred nearly 4,000 
miles of operating rights and six truck- 
terminal properties in four states. 

The two new properties are ex- 
pected to gross $4 million this year 
and System $2.5 million. 

Two other tank line companies 
with greater gross revenue than Sys- 
tem are E. Brooke Matlack, Inc., 
Philadelphia, and Rogers Cartage Co., 
Chicago. 





Heavy Traffic Delays 
River Locks Repairs 

A pile up of river traffic, particu- 
larly oil shipments scheduled for Illi- 
nois waterways terminals, has forced 

mement of repair work on the 
Dresden Island locks. 

U.S. Army Corps of Engineers has 
announced that work on the locks, 
located eight miles above Morris, IIl., 
on the Illinois River, will be held up 
until 8 a.m. Jan. 18. 

Breakdown of main locks at Alton, 
Ill., on the Mississippi last month, 
resulting in traffic being rerouted 
through smaller emergency locks, plus 
sinking of a scrap iron barge were 
blamed for delays. Meanwhile, service 
at the emergency locks was pick- 
ing up. 

Engineers denied reports of low 
water at the Alton locks and branded 
as untrue reports that the emergency 
locks have been closed from 7 p.m. 
to daylight. 
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Kentucky Jobbers Ask Better Roads 


The petroleum industry favors the building of more and better 
roads—but it wants them planned competently and intelligently, in 
accord with principles the industry believes are sound. 

In Louisville last week, the Kentucky Petroleum Marketers 
Assn. pretty well stated the industry position with respect to highway 


development. 


The association adopted a resolution 
calling for an improved and adequate 
system of primary arterial highways in 
Kentucky. It also voted for: 

1. Construction of third lanes on 
long hills for use of slow moving traffic 
sO as to permit ease of passing, with 
minimum danger for faster traffic. 

2. More pay and a retirement plan 
aimed at making employment in the 
Kentucky Highway Department more 
attractive to qualitied engineers. 

3. A greatly intensified program of 
traffic law enforcement “and a more 
widespread and intensified program of 
public education of motor vehicle 
operators to the end that the toll of 
traffic accidents be materially re- 
duced.” 

4. Recognition of the long-estab- 
lished principle that the taxation of 
gasoline and other automotive prod- 
ucts is primarily a function of the 
states, with a view to getting the fed- 
eral government out of this field. 

5. A prohibition against the loca- 
tion on short-length freeways or ex- 
pressways of any commercial enter- 
prise, including service stations. 

Turnpike Station Thinking—By this 
last resolution, perhaps, the Kentucky 
group best exemplified the advanced— 
and practical—state of industry think- 
ing in regard to highway planning. 

Thereby the association recognized 
that most limited access freeways or 
expressways in many states —e.g., 
Kentucky—are not feasible for gen- 
eral use except to relieve congestion in 
urban areas. Perforce, they must be 
comparatively short and have many 
points of access. So, reasoned the 
Kentucky marketers, users of such 
freeways will not need business estab- 
lishments on them to purchase gaso- 
line, food and other supplies. And, 
accordingly, they urged the enact- 
ment of: 

“Any necessary legislation to pro- 
hibit the establishment of any com- 
mercial enterprise on the right-of-way 
of such freeways or permission of 
access to any such business establish- 
ment located on property abutting 
such freeway right-of-way.” 

In short, what the Kentuckians were 
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advocating was that motorists requir- 
ing gasoline or other supplies buy 
from existing or new stations along 
roads by which the public must travel 
to reach limited access highways. This 
is the first occasion of which NATIONAL 
PETROLEUM News has any notice of 
an industry group publicly expressing 
such a position, although the industry 
—through API—is firmly on record in 
favor of brand competition on toll 
roads. 

Labor Act Exemption — Highway 
matters were not the only concern of 
the Kentucky association last week. 

The association, in annual meeting, 
strongly urged exemption from the 
Fair Labor Standards Act of oil job- 
bers and distributors whose business 
is mostly intrastate in character. It 
called, too, for abolishment, as un- 
necessary, of the requirement that oil 
marketers report their sales of tax-free 
tractor fuels, naphthas and solvents on 
Internal Revenue Form 1094, and for 
the enactment of legislation protecting 


the rights of Kentuckians to work “for 
whom and where they choose, without 
intimidation and coercion.” 

Want ‘Disaster’ Refund—From the 
association’s Jobber Division came 
other expressions, including resolu- 
tions that: 

—Urged Congress to provide for 
refund of the tax paid in advance by 
oil marketers on gasoline that later is 
destroyed by flood, fire, storm, ship- 
wreck, etc. 

—Voiced satisfaction at margin ad- 
justments granted by suppliers since 
last June, but cited an “urgent need” 
for including in contracts a provision 
guaranteeing a minimum margin of 2¢ 
a gallon to jobbers involved in price 
wars “through no fault of their own.” 

Condemned as uneconomic and un- 
fair the practice of wholesaling from 
tank truck to individual consumers at 
the same price that is charged resellers 
who retail service stations. 

—Called for discontinuance of the 
loaning of farm equipment. 

—Hit the practice of “below cost” 
transport sales and requested the major 
oil companies to inform the group 
what their policy will be in this regard. 

—Requested Congress to end the 
tax discrimination in favor of co- 
Operatives engaged in commercial 
enterprises. 


Jobbers Boost Employe Benefits 


More than 200 Independent 
marketers in Illinois are now in- 
sured under a group plan for 
extending hospital, surgical and 
other benefits to their employes. 

In the states of Wisconsin, 
Iowa, and Michigan at least an- 
other 300 are similarly insured. 

This week the plan became avail- 
able to jobbers in Kentucky—and there 
are reports that jobbers in a sixth state 
also may be participating in it soon, 
through their state association. 

Independent marketers with experi- 
ence under the program say they like 
it because (1) it makes for better em- 
ployes, (2) it helps curb the tempta- 
tion on the part of employes to jump 
to other jobs, and (3) the cost is “but 
a few cents” per hour per employe. 

The Executive Committee of the 
Kentucky Petroleum Marketers Assn., 
Jobber Division, found this out in a 
year-long search for some practical 
means, of promoting the security of 


jobber employes. They investigated a 
lot of plans, noted good features in 
all, finally got the Jobber Division’s 
agreement in Louisville last week to 
sponsor a program sold by the Louis 
Rathman Agency, Inc., of Milwaukee, 
Wis. 

Rathman sells its groups insurance 
only under association sponsorship, as 
in Illinois, Wisconsin, Michigan, Iowa 
and, now, Kentucky. Once it gets 
agreement on a plan, the agency han- 
dies all details from there on—includ- 
ing the contacting and selling of indi- 
vidual jobbers to participate. 

Costs will vary, depending on the 
number of benefits purchased by the 
individual. These run from ordinary 
life insurance and accident coverage 
to sick benefits, hospital care and 
surgical attention. 

As with all progressive employers, 
jobbers seem to be setting out to prove 
that they, too, are “nice people to 
work for.” 
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Pennsylvania Lifts 
Price Sign Limits 


Pennsylvania’s law banning gaso- 
line price signs larger than 12 in. has 
been declared unconstitutional by the 
state’s Supreme Court. 

This was the only part of a com- 
prehensive gasoline price sign law 
which was affected by the ruling. 

The ruling did not affect the act’s 
requirements that signs on or near 
service station premises show, in let- 
tering at least 2 in. high, name of 
gasoline, grade, price of product, 
amounts of state and federal taxes, 
and the total cost. But the ruling had 
the effect of withholding the enforce- 
ment of the part of the law restricting 
size of signs. This was the objective 
of two Atlantic Refining dealers of 
Norristown who originally petitioned 
the Dauphin County Court. 

One defense for size limitation was 
that it would prevent fraud and decep- 
tion. The Supreme Court discounted 
this argument, saying “the larger the 
sign the more difficult it would be 
for the dealer to deceive the pur- 
chaser.” It also observed that there 
was already another statute on the 
books banning untrue, misleading or 
deceptive advertising. 

To a second contention that the 
size limitation would discourage price 
cutting, the court replied: “The law 
ordinarily seeks to prevent prices be- 
ing made higher by trusts and com- 
binations rather than lower by the 
force of competition . . . the object 
of the present act would seem to be 
the fostering rather than the preven- 
tion of monopoly.” 


New Journal Published 
By Oil Education Group 


Just off the press is the first edition 
of the new PEI Journal, introduced by 
the Petroleum Educational Institute of 
Los Angeles as its official organ. The 
stated purpose of the publication is 
primarily to cover the fundamentals of 
new and changing developments in 
connection with oil products informa- 
tion. It is specifically directed to oil 
sales and service personnel. 

The first 84-page issue includes a 
detailed explanation of the new motor 
oil drain recommendations, an allied 
article on when to drain oil, SAE 
crankcase oil classifications, and the 
effect of corrosion on the modern mo- 
tor. All technical information is pre- 
sented in simple terms, supplemented 
largely by cartoon illustrations, 

A secondary purpose of the PE/ 








Journal is to serve as a text book. Each 
copy is indexed, and a cross index to 
all copies will included in each volume. 

The institute is offering a trial copy 
of the publication’s first issue for $2. 
Institute address is 9020 Melrose Ave., 
Los Angeles 46. 


NOJC Protests Perils 
Of Detroit Case Order 


Failure to define standards for “bad 
faith” in the “Detroit Case” threat- 
ens to force jobbers out of the retail 
business says the National Oil Job- 
bers Council. 

In a brief to be filed opposing the 
Federal Trade Commission’s modified 


Morrison 
Line and Loading 
Valves 


They 
Load Right 


order in the Chicago Circuit Court of 
Appeals, NOJC points out that the 
order prohibits sale of gasoline by 
supplier to jobber at less than supplier 
charges retailer customers. This means 
jobbers have to get out of retail busi- 
ness, or perform wholesale functions 
without profit or compensation for 
costs. 

To comply with the ovder, sup 
pliers would have to poice sales of 
its jobbers. Since it has no legal av- 
thority to do this, it would have to 
resort to coercion, says NOJC, and 
this would be in restraint of trade. This 
situation leaves suppliers the course 
of terminating their sales to jobbers 
and, instead, selling direct. 
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GOVERNMENT 


lke Opposes Gasoline Tax Cut 


President Eisenhower dimmed 
hopes for a reduction in the fed- 
eral gasoline tax when he urged 
continuance at the present 2¢ 
per gal. level in his State of the 
Union message to Congress. 


The President also recom- 
mended that the present corpo- 
ration tax rate of 520% be main- 
tained. 


“So that maximum progress can be 
made to overcome present inadequa- 
cies in the interstate highway system,” 
Mr. Eisenhower stated, “we must con- 
tinue the federal gasoline tax at its 
present level. 

“This will require cancellation of 
the 0.5¢ decrease, which otherwise 
will become effective April 1, and will 
maintain revenues so that an expand- 
ed highway program can be under- 
taken. 

“When the (Manion) Commission 
on intergovernmental relations com- 
pletes its study of the present system 
of financing highway construction, | 
shall promptly submit it for considera- 
tion by the Congress and the gover- 
nors of the states.” 


Mr. Eisenhower promised, how- 
ever, that “as additional reductions in 
expenditures are brought gradually 
but surely into sight, further reduc- 
tions in taxes can and will be made.” 

House Bill Would Cut Tax—Mean- 
while, a bill introduced by Rep. Ma- 
son would reduce federal gasoline 
taxes considerably. The Illinois Re- 
publican’s proposal would replace spe- 
cial taxes with a straight 5% levy on 
all manufacturing. 

As applied to the oil industry, the 
bill would have this effect: The cur- 
rent 2¢ per gal. tax (about 15%) 
would be replaced by the 5% tax, 
which would amount to about 0.66¢ 
per gal. 

Mr. Mason said the present system 
is a “hodge-podge” of selective and 
discriminatory levies which put a 
heavy burden on some industries. He 
said the proposed 5% levy would be 
fair to everyone and would raise the 
equivalent of the amount now being 
gathered by the excises he seeks to 
replace. 

Other Presidential Plans — Other 
points in the President’s speech of di- 
rect interest to the industry were: 















or 


a Y PETROLEUM WHOLESALERS 
I JOBBERS, DISTRIBUTORS 


se salesmen, a technical service 





department on products information! 






IN ABC LANGUAGE 


Major oil companies have proven 
Products Information to be a valuable 
and indispensable sales help. In addi- 
tion the new PEI JOURNAL provides 
a quick and up-to-date reference 
library on Products Information. 


ORDER TRIAL COPY OF FIRST ISSUE------$2.00 
MONEY-BACK GUARANTEE 


PETROLEUM EDUCATIONAL INSTITUTE 


9020 MELROSE AVENUE 


LOS ANGELES 46, CALIF. 


NATIONAL PETROLEUM NEWS * 





“Liberalized tax treatment of de- 
preciation, research and development 
expenses and retained earnings.” 
Among some 25 tax recommendations 
to be made in his budget message, the 
President said he also would deal with 
removal of “glaring tax inequities,” 
which put restraints on small business 
growth and cause other economic dis- 
advantages. 

—A hint that the administration 
plans “get tough” steps with foreign 
countries on such matters as currency 
manipulation, import quotas and oth- 
er policies of the type which discrim- 
inate, in some countries, against U.S. 
oil firms. 

“The free world can no longer af- 
ford the kinds of arbitrary restraints 
on trade that have continued ever 
since the war,” Mr. Eisenhower de- 
clared. He said he would submit de- 
tailed recommendations to Congress 
after the Foreign Economic Policy 
(Randall) Commission makes its re- 
port. 

—Inclusion in the president’s eco- 
nomic message of suggestions on min- 
imum wages and coverage. The Labor 
Department now is studying recom- 
mendations in the fields of weekly 
benefits, periods of protection and ex- 
tension of coverage. 

—Broadening of the Social Security 
system, accompanied by “a new for- 
mula permitting “progressive reduc- 
tion” in federal grants-in-aid. 

Farm Oil Prices Questioned—From 
the Senate comes word that Senator 
Kefauver (D., Tenn.) will renew his 
request that the Senate Judiciary 
Committee probe prices paid by farm- 
ers for gasoline and other commodi- 
ties. 

House Hearings Stalemated—And 
in the House, petroleum price hear- 
ings by the Commerce (Wolverton) 
Committee may have passed into his- 
tory. No immediate resumption is 
planned and they may not be re- 
opened at all. 

Although two contingents of com- 
mittee members checked into oil op- 
erations abroad during the recess— 
one on a worldwide tour of Europe, 
and the Middle and Far East, and 
one covering Venezuela—apparently 
neither group plans to draft a report 
on the result of its trip. 


Tidelands Boundary Agreement— 
Gov. Robert F. Kennon of Louisiana 
has announced before the Senate In- 
terior Fuels (Malone) Subcommittee 
that the Interior Department and the 
State of Louisiana have reaehed an 
agreement on an arbitrary federal- 
state boundary line in the Gulf of 
Mexico. 
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CREDIT 


Farm Money Tight: Collecting Bills Holds 


Farm credit will be one of the 
most serious problems facing 
the rural oil marketer in 1954. 

With farm income declining, 
the big question is: How far 
should oil men extend credit? 

The Federal Reserve Bank of Chi- 
cago reports that cash receipts by 
farmers from the sale of products and 
government payments were 6% lower 
in October than a year earlier. Re- 
ceipts. from livestock and livestock 
products were 10% lower than a year 
ago, and crop receipts were down 4%. 

For the first 10 months of 1953, 
cash receipts were 5% below the same 
period of 1952. Price received by 
farmers averaged 11% lower, but the 
volume of marketing was 6% higher. 

All of which adds up to the fact 
that oil marketers should study local 
farm conditions to determine sound 
credit policies for 1954. 

Among rural marketers, particu- 
larly Independent jobbers, there are 
two schools of thought on how credit 
should be handled in a declining farm 
economy—a “get tough” policy that 
advocates short-term credit; a liberal 
policy of extended credit. 

These two philosophies are pointed 
up by the thinking of two successful 
South Dakota jobbers—the Fromke 
Oil Co. of Plankinton, which insists 
on prompt payment of accounts, and 
the Independent Oil Co. of Redfield, 
which strongly believes in long-term 
credit for farmers. 

Other than their credit policies, op- 
erations of the two companies are 
similar. Both are Socony-Vacuum dis- 
tributors in the eastern part of the 
state. Fromke Oil serves 133 farm ac- 
counts and Independent Oil has 115. 
The average farm in both areas is 640 
acres and farming methods and pro- 
duction are alike. Considerable live- 
stock is raised in both sections, and 
corn is the big grain crop. 
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‘GET TOUGH’ CREDIT 


The marketer should adopt a ‘‘get tough” 
credit policy, demand prompt payment 
of his farm accounts and stop supplying 
those customers who consistently stay 
in arrears. The jobber should not finance 
his farm customers; that is the responsi- 


bility of the local banker. 





LONG TERM CREDIT 


Rural marketers should ride out the storm 
with their farm customers, extending, if 
need be, the time for payment beyond 
its normal span. The farmer is the back- 
bone of the rural jobber’s business and 
he must live with the farmer in the years 


to come. 
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Key to Oil Marketers’ Profits in 1954 


“GET TOUGH” POLICY is outlined by 
C, W. Fromke, right, with his tank wagon 
salesman, Don Weich 


An ADVOCATE of the short-term or 
“get tough” credit policy is Charles 
W. Fromke, head of Fromke Oil. He 
has been an oil man since 1937 and an 
Independent distributor since 1945. 
Mr. Fromke has been a “short 
term” credit man since August, 1948, 
when he analyzed his books and dis- 
covered that accounts receivable 
amounted to more than $39,000. 
Some accounts were running eight to 


ten months. He decided that, for the 
size of his business, $39,000 was too 
much and he was carrying his farm 
customers too long. 

As an incentive to prompt payment, 
Mr. Fromke decided to offer a cash 
discount to all customers who paid 
their accounts by the 10th of each 
month. He set—disastrously—a 5% 
discount and put it into practice dur- 
ing 1950. 

The 5% plan speeded up collec- 
tions, reducing accounts receivable by 
$9,000, but resulted in losses for Mr. 
Fromke. During the year he paid out 
$4,700.16 in discounts. This amounted 
to about 1.25¢ per gal. he was return- 
ing for prompt payment. There was 
no question about it, he decided, this 
was too much. 

In 1951 he reduced the discount to 
2%. Mr. Fromke says this has worked 
successfully. Accounts receivable in 
August—the peak month—have been 
reduced to $23,000. In 1952, he paid 
out $1,802.91 in discounts—about 
0.5¢ per gal. 


August is the month when accounts 
receivable are highest because farmers 
are in the midst of harvest but haven't 
marketed their crops yet. February is 
the low month because by then all 
crops have been sold. Mr. Fromke’s 
accounts receivable last February 
totaled only $10,061.10. 

“The 2% discount has been a big 
incentive for the farmer to pay his 
bills,” Mr. Fromke said. “Also, it 
takes care of the customer who usually 
pays promptly and feels he should be 
rewarded when he knows that other 
farmers don’t pay for many months. 

“IT don’t feel that the discount costs 
me anything. The way I look at it, 
when some of my customers don’t 
pay promptly and fail to take advan- 
tage of the discount, I'm earning 2% 
interest for myself on their accounts.” 

Mr. Fromke points to his record on 
credit losses to support his faith in 
short-term credit. In seven years as 
a jobber, his credit losses amounted to 
less than $100. In 1952, he charged 
off exactly $5.70. 





LONG-TERM POLICY of Independent 
Oil is reflected in talk of S. W. Rahuck 
with farmer customer 


Ar THE other extreme, as a “long- 
term” credit man, is Mr. Stanton W. 
Rabuck. The owner of Independent 
Oil entered the oil business in 1933 
in the depths of the depression when 
farm income in South Dakota was 
virtually nonexistent. He recalls that 
most farmers were bankrupt and had 
a difficult time obtaining needed oil 
supplies. 

“When I started, times were tough 


and people were broke,” Mr. Rabuck 
recalled, “I gave credit when no one 
else would because I believed in the 
future of this country and had faith 
in the people. 

“That faith has paid off. Today, 
people often say, ‘Why, Buck helped 
me when no one else would!’ They re- 
member those things. My policy is 
that if a farmer is sound, he writes his 
own terms. 

“I use long term credit because it 
builds business. We have lots of com- 
petition up here. We have co-ops and 
we have price-cutters. I don’t cut 
prices, but to meet that kind of com- 
petition I offer him credit and good 
service. If I can help the farmer fi- 
nance his operation, I’m glad to.” 

Mr. Rabuck points out that the 
farmer differs from most businessmen 
because he doesn’t have a steady in- 
come throughout the year. It comes in 
spurts. When he sells a crop he has 
cash. But it might be several months 
until he has something else to market. 
As a result, Mr. Rabuck says, he be- 
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lieves in waiting until the farmer has 
some money before trying to collect. 

His average farm customer settles 
with Mr. Rabuck two or three times 
a year. The largest payments are made 
immediately after the fall harvest. 
Another payment usually is made in 
January just before income tax filing 
time, because in January, the farmer 
needs the receipts to claim tax deduc- 
tions on oil as operating expenses. A 
third payment may come any time. 

Accounts receivable for Independ- 
ent Oil hit a peak of about $50,000 in 
late summer. After the fall harvest 
they drop to $25,000, the year’s lowest 
point. 

On the basis of his credit losses, 
Mr. Rabuck figures there won't be 
very many “dead beats.” In a typical 
year, the company will total about 
$200,000 in credit business. About 
1% of that, or $2,000, will be written 
off as credit losses. 

“That loss is more than repaid by 
the extra business brought in by a 
lenient credit policy,” he said. 
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JOBBER RELATIONS 


COSDEN SALESMEN MEET to discuss jobber problems. 
From left to right are Carl Smith, sales manager; Hugh K. 
Harris, TBA manager; Rex Baggett, Doyle Bynum and John 


Rudeseal, sales representatives; D. T. Evans, lubricating en- 
gineer; J. T. Wilkinson (standing) sales clerk; Lowell Baird, 
sales representative, and Leonard Blackwell, merchandiser 


Cosden Helps Itself By Helping Jobbers 


A progressive jobber relations program has attracted more 
jobbers to Cosden Petroleum Corp. than to any other independent re- 


finer in Texas. 


Annual gasoline sales have skyrocketed from 25 million gal. 
in 1944 to nearly 60 million in 1953. 


What a jobber can expect from 
Cosden: 

—-No signed contract. 
—Credit account carrying service. 
—Aid in financing expansion. 

Also under the heading of jobber 
services are the company’s offer to sell 
on either a delivered or FOB plant 
basis, and maintenance of a five-man 
field sales force to help work out the 
problems of individual distributors. 

Recently, when Cosden increased 
the quality of its gasoline to 85 octane 
for regular and 95 octane for premium, 
the company’s 100 jobbers were not 
surprised. Holding up its end in the 
quality race is an extension of Cos- 
den’s jobber program. 


As the largest independent refiner in 
Texas, Cosden now stands second only 
to one major supplier in the number of 
Texas jobbers served. Cosden has out- 
lets in north central and west Texas 
and in southeast New Mexico. 

The idea that its jobbers need the 
best of products starts with Cosden’s 
president, R. L. Tollett, and goes down 
the line through company executives 
who deal with the jobbers. 

“You can deceive the buying public 
for a while with inferior products, but 
not for long,” Mr. Tollett believes. “In 
the end, you need top quality to get 
and keep customers.” R. M. Johnson, 
the company’s co-ordinator of sales, 
and Sales Manager Carl Smith agree. 


No Jobber Contracts—The policy of 
no signed contracts expresses Cosden’s 
conviction that jobbers are independ- 
ent businessmen in the true sense of 
the word. 

Any time one of them becomes un- 
happy with Cosden’s policy or prod- 
ucts —or decides he isn’t making 
enough money, Cosden feels the jobber 
should be free to break away and find 
another supplier. 

This works both ways. The company 
also wants to be able to sever connec- 
tions when it has a good reason for 
doing so. 

Small Jobber Aided—Mr. Johnson 
feels that Cosden’s current policy is a 
big help to the smaller jobber, who 
needs most of his profits to expand his 
operations. 

It depends on how much equipment 
the potential jobber has to start with 
and the cost of real estate in the town 
he wants to operate in, but some Cos- 
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CREDIT MANAGER Angy Glenn, right, talks over farm 
credit problems with Horace Blocker, jobber at Stunton, Tex. 


JOBBER TRANSPORT from Mitchell Oil Co., Plainview, 
Tex., loads at Big Spring. The truck was painted by Cosden 


den jobbers have started out with as 
little as $3,000 to $5,000 capital. 

“We want our jobbers to be able to 
expand,” says Sales Manager Smith. 
“The more stations a jobber is able to 
build, the more money both of us will 
make.” 

Offering to sell products on a deliv- 
ered or an fob plant basis, or a com- 
bination of both, should be agreeable 
to all its jobbers, Cosden management 
thinks. 

Adjusted Delivery Price — The 
small operator doesn’t have to own 
and maintain a transport truck. Cos- 
den does adjust its delivered price to 
take care of transportation costs, but 
“all we de is try to break even,” Mr. 
Smith said. 

At any rate, the jobber can buy on 
a delivered basis cheaper than he can 
hire outside transportation to deliver 
his products. 

But if the jobber is large enough 
and has enough use for a transport 
truck, then it might pay him to buy 
on an fob plant basis. 





* 


A station-painting service ties in 
with the idea of helping the jobber 
with limited finances. 


Stations are usually painted at least 
once every three years, by two com- 
pany painters who are kept busy trav- 
eling Cosden’s territory. 

Also, Cosden has one merchandising 
man on its sales force who does noth- 
ing but promote good housekeeping 
among dealers. 

Field Men Solve Problems—Cos- 
den’s field sales force is maintained to 
help the jobber sell difficult commer- 
cial and farm accounts and to help 





On the Cover 


Carl Smith, sales manager, left, 
R. L. Tollett, president, seated, 
and R. M. Johnson, right, check 
over sales to Cosden Petroleum 
Corp. jobbers. 
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PAINTING STATION of McGuire Oil Co. at Lamesa, Tex., 
The paint truck stands on the inside driveway 


CASE GOODS are being loaded on the Cosden lubricating oil 
van, which delivers oils, greases and TBA to jobbers 


solve any problems the jobber has. 

Any problem that cannot be solved 
by the field salesman and the jobber is 
carried directly to management, either 
by the salesmansor the jobber. 

Cosden encourages its jobbers to 
take their troubles directly to the top 
any time they want to. “Our doors are 
always wide open,” according to Mr. 
Smith. 

Cosden will, at times, lease property 
and then sublet it to a jobber if it is 
difficult for the jobber as an individual 
to obtain a lease. 

Financing Expansion—And Cosden 
helps the jobber finance equipment as 
an aid toward speeding up his expan- 
sion as much as possible. 

Cosden’s lubricating oil and TBA 
departments “are not set up to make a 
lot of money for the company,” ac- 
cording to Mr. Smith. 

These two departments are expected 
to furnish’ the jobbers with top prod- 
ucts at the lowest possible prices, earn- 
ing just enough “to keep both depart- 
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JOBBERS RELATIONS 





Jobbers are sold TBA and lubes on 
30, 60 or 90-day terms, and the jobber 
is assured of rapid deliveries through 
location of warehouses at strategic 
points. A large lubricating oil van 
makes deliveries at regular intervals, 
and both TBA and lube oil deliveries 
are made along with gasoline. 

Cosden Carries Credit Accounts— 
Probably the most interesting feature 
of Cosden’s entire program to a jobber 
is its policy of carrying credit ac- 
counts. 

The jobber receives an account’s 
credit application, gives his own per- 
sonal opinion of the risk involved and 
submits the application to Cosden’s 
credit manager. 

The credit manager will either ap- 
prove or turn down the application. If 
it is accepted, the jobber is informed 
how much credit Cosden will be re- 
sponsible for and the terms of pay- 
ment. 

As long as the jobber does not over- 
sell a credit account, he can’t lose. If 
an account has been approved by Cos- 
den, it is not his responsibility if it 
goes bad. 

The jobber does have a “moral ob- 





ments going and show a small profit.” 


The company, instead, works with 
each jobber as an individual and rec- 
ognizes certain local market condi- 
tions. It sells to the jobber at Cosden’s 
posted price, date of delivery, and this 
price is not based on any particular 
market. 

It does try to insure the jobber a 
good profit. When a jobber is located 
a great distance from the company’s 
terminals, allowances are made to keep 
freight costs from eating up his mar- 
gin. 

Cosden follows this “allowance” 
plan until a deal becomes unprofitable. 

Surprisingly, according to Mr. 
Smith, there are seldom any com- 
plaints of a “jealous nature” among 
Cosden’s jobbers. The majority realize 
the company has to give some a better 
price than others because of local con- 
ditions and distance from points of 
supply. 

The company currently supplies 
about 100 jobbers. Of these, a few are 
in the “big” class and some are very 
small. One sells more than 500,000 gal. 
of gasoline each month, and there are 
several in the 250,000-gal. class. 

“And we always have one or two 





doing not over 500 gal. a month,” Mr. 
Smith said. 

Cosden markets about one-third of 
its total gasoline production from its 
modern, 24,000-b/d refinery at Big 
Spring through its jobbers, who are 
supplied from three terminals — Big 
Spring, Abilene and Arlington. 

The company has only one commis- 
sion agent, in Big Spring. One of the 
reasons for not having more con- 
signees is that the cost of supplying all 
equipment would be too big for a com- 
pany the size of Cosden. 

Growth in Sales—Below is a list of 
annual sales to identified Cosden job- 
bers from 1944 through 1953, which 
will give an idea how Cosden’s jobber 
program ‘has-helped it and its jobbers. 

Sales to jobbers are mainly restrict- 
ed to gasoline, lubes, greases and TBA, 
since LPG and natural gas are the prin- 
cipal home heating fuels in its terri- 
tory. 

Also, though Cosden is selling more 
than twice as much gasoline to its job- 
bers today as it did in 1944, its mar- 
keting territory has been greatly re- 
duced. At one time it included New 
Mexico and Arizona. 

























ligation” to help collect a bad account, . 
but he is not out a penny if the ac- How Cosden Has Grown with Its Jobber Program 
count cannot be collected. Gasoline Lubes Grease TBA 
This applies to all types of credit be a —_ oe , S) 
accounts a jobber might ordinarily a ..:.. |||. 55" "36'334,000 400,073 343,087 
carry. It helps him to turn loose more a heaets 32,648,000 478,831 33264 er 
of hi ital. _. Betepeagh Sieh |. 383011,000 460,326 482,860 161 
r b capital. Thereby, Cosden hopes, 1948 |. 752 %49/457,000 546,997 560,784 202'539 
e will be inclined to reinvest and ex- BS, Cnasine ss aks ‘$1,493,000 464, 567,186 243,271 
- os le le 
Di eee "56,240, : : ; 
Local Conditions Considered—Cos- 1952. ea: 509.948 643,062 367:712 
den does not guarantee its jobbers any a ee .. . .59,432,000 483,658 627,439 420,415 
certain margin. 














Dramatically New 
with 


ERIE Porcelain Enamel 









THE ERIE ENAMELING COMPANY 
1403 W. 20TH ST. + ERIE, PENNSYLVANIA 


Bethel, N.C. - 










ENGINEERS *© MANUFACTURERS + ERECTORS 
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This White attracts attention 
wherever it goes! Now used 
only at special promotional 
events, this White—a 1920 
—buile Model 40—is an 
all-star performer for The 
Atlantic Refining Company, 
Philadelphia. Contrast it 
with a modern White 3000 
in the Atlantic fleet. 


Year after year... White sa 
PROTECTED Investrnent/ 





EVERYWHERE you go, White users have 
the same report to make on the White 
Trucks in their fleets: 

“White is a protected investment.” 

It earns more from its first day in 


service ... costs less to operate and main- 
tain... and it has a higher resale value 


IS A PROTECTED INVESTMENT 


than any other make truck, at any time 
in its life. 

Ask your White Representative to 
show you how your investment in White 
Trucks is protected... is more profitable 
... year after year. 

Call him without delay. 


THE WHITE MOTOR 
COMPANY 
Cleveland 1, Ohio 
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In the wax unit of a leading Gulf Coast lube oil 
plant, with Crane Steel Gate Valves in hot wax AVAILABILITY: 
lines to slabbing machines. 


Legelar Calalog lin Ne $7 
|: THE CASE HISTORY | = 





















The steel valves originally installed here were hin- 7 

dering maximum wax production. The chilling cycle 
was slow—rejects for remelting were high. The 
trouble was that the shutoff valves were leaking, 
and hot wax was getting into the presses during the 
chilling cycle. Yet the valves were comparatively new. 


Workhorse of the petroleum in- 
dustry—Crane 150-Pound Steel 
Gates —with exceptional perform- 
ance assured by Crane quality de- 
sign—Crane pioneering in steel 
casting —and the high adaptabil- 
ity of Crane Exelloy trim for most 
petroleum services. Sizes 2 to 24 
in.; screwed, flanged, welding 
ends. See your Crane Catalog or 
your Crane Representative. 


There’s been no such trouble since Crane No. 47X, 
150-Pound Gates were installed more than 2 years 
ago. Their Crane Exelloy trim, suited for temper- 
atures up to 1000 deg. F. keeps giving a tight shutoff 
on the hot wax, month after month, with easy oper- 
ation. And they’ve done so with but routine attention, 
ever since installed. Better quality is always the 
bigger value, as every thrifty valve buyer knows. 


THE BETTER QUALITY... BIGGER VALUE LINE...IN BRASS, STEEL, IRON 


CRANE VALVES { xt 


)\ BUYER 


CRANE CO., General Offices: 836 S. Michigan Ave., Chicago 5, Illinois 
Branches and Wholesalers Serving All Industrial Areas 


VALVES + FITTINGS + PIPE «+ PLUMBING + HEATING 

















STATIONS 





MODEL of experimental Conoco service station shows diamond grid theme company 
will use to make the station distinctive and instantly recognizable. It’s Conoco’s . . . 


Design for Stopping Motorists 


A brand new idea in function- 
ally designed service stations 
will be tried out by Continental 
Oil Co. soon in four cities— 
Houston, Denver, Milwaukee and 
Oklahoma City. 


The new station design is the crea- 
tion of Walter Dorwin Teague, inter- 
nationally famous designer. 

Mr. Teague said he approached the 
task of designing the new station with 
the though in mind that a station “is 
actually a vending machine, but one 
that is almost always approached— 
and possibly passed by—at anywhere 
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from 30 to 65 miles an hour. This 
means that the motorist must instantly 
identify the station as one in which he 
will find quality products and friendly 
service. And when he has stopped, the 
convenience, efficiency and attractive- 
ness of the station must increase his 
good will toward the company.” 

Therefore, one of the first considera- 
tions was to give the new station a 
distinctive and instantly recognizable 
form and identity. Mr. Teague de- 
scribes the resulting design as “uniquely 
Conoco.” 

The major motif in its identification 
is a diamond grid pattern which 
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DIAGRAM outlines interior layout of experimental station. Office and work areas 
are designed with accent on efficiency and operational economy 
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All business 
is specialized 


...and nothing specializes 
on your business 
like your business paper 


This smart business man spends his 
time where every sitzmark parks a 
prospect at his feet. He specializes. 
Your business is specialized, too. . . 
and so is your business paper. It's 
concentrated on your business. Both 
editorial and ad pages report what's 
new that's good . . . suggest new meth- 
ods .. . gather in one place a raft of 
ideas on where-to-buy-what. 

That's help you can’t find concen- 
trated into such quick reading time 
anywhere else! It’s simple sense to 
read every page . . . every issue. 


This business paper in your 
hand has a plus for you, 
because it’s a member of 
the Associated Business 
Publications. It's a paid cir- 
culation paper that must 
earn its readership by its 
quality .. . And it's one of 
a leadership group of busi- 
ness papers that work to- 
gether to add new values, 
new usefulness, new ways 
to make the time you give 
to your business paper still 
more profitable time. 
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rite for the “WHY and HOW book- 


let.” Room 2710. 


McGRAW-HILL PUBLISHING COMPANY 
330 W. 42nd St., New York 36, N. Y. 


tect e cnet ence se GB eer 
One of a series of ads prepared by @ 
THE ASSOCIATED BUSINESS PUBLICATIONS 
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¢hks OF LUBRICANT MANUFACTURING EXPERIENCE 
\ 





IF Youre Hunting for 


QUALITY 
UNIFORMITY 
DEPENDABILITY 


INN IVERS AR 






VERSATILITY 


LOOK AT OUR COMPLETE LINE OF 


HOMOGHPRATED (79° 
MULTI-PURPOSE LUBRICANTS 


CODE CODE 
MULTI-LUBE No. 0—1—2 STABL-LITH—h. d. 
A Highly Controlled, 5400 Fully Meeting ASTM Norma 
Commercially Proved 5405 Hoffman Oxidation 5410 
Product 5404 Stability Test 
BENTO-LUBE 0—1-—2-3 MIL-LITH Amend. 2 and Amend. ! 
Relatively Immune to 5453 Fully Conforming with: 
Temperature Changes 5451 the Exacting Specification 5401 
at All Ranges 5452 MIL-G-10924 5430 

5450 


And uw tddition 
OUR NEW MODERNIZED HOMOGHPRATED RATED 
MULTI-PURPOSE BARIUM 0-1-2 


CODE — 5100 - 5200 - 5300 





WIRE, WRITE OR TELEPHONE FOR SAMPLES AND FURTHER INFORMATION 


MANUFACTURERS OF PETROLEUM 
LUBRICATING GREASES AND SPECIALTIES 


SOUTHWEST GREASE & OIL CO., INC. 


220 WEST WATERMAN e WICHITA 2, KANSAS 
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STATIONS 





Mr. Teague noticed on a Conoco 
motor oil can in a rather subdued 
form. 

The new design builds this diamond 
pattern into a symbol of Conoco, along 
with the company’s traditional red 
triangle. 

Dominating each of the new sta- 
tions will be a steel pylon 24 to 30 ft. 
high, latticed in the open diamond 
pattern and carrying the Conoco 
triangle. 

This diamond pattern is repeated in 
several places throughout the building 
and on its front and sides. In addi- 
tion, Conoco oil cans and other 
containers have been redesigned to 
emphasize the pattern. 

Visibility — Efficiency, ease and 
economy of operation also were taken 
into account in designing the station. 
Complete visibility for the operator has 
been achieved, so that the pumps can 
be seen from any point in the station 
except the rest rooms. This was ac- 
complished through generous use of 
glass in the walls between sales room, 
work bays and work areas. 

The use of glass walls also becomes 
an important visual selling tool. The 
entire service area is visible to the 
motorist so that he can see all the 
merchandise and services the station 
has to offer. 

Display Windows—tThe sales room 
or office has sloping glass walls, to 
reduce reflections. Merchandise is dis- 
played here in a diamond-shaped 
revolving case. Its movement is in- 
tended to attract the attention of 
passing motorists, and customers 
parked in the station. Customers using 
the rest rooms must pass both the 
show windows and the display. 

Neat and Attractive—Special atten- 
tion was also given to making the rest 
rooms colorful, clean and attractive. 

Good housekeeping in the service 
area is aided by providing tire racks, 
storage cabinets, a store room and 
work benches. 

The manager’s office needs are met 
by built-in desk, file spaces and cash 
register shelf near the office door. 

Exterior—A wide range of materials 
can be used in the station without loss 
of its character and identity, since the 
same color scheme and arrangement 
of colors will be maintained. 

Careful attention was given to light- 
ing so that the station will present a 
brilliant appearance without glare. 

Four City Test — Continental will 
try new design in the four cities first. 
Other designs may be constructed else- 
where in the company’s 26-state 
marketing territory after the reactions 
of motorists and dealers have been 
studied. 


26 NATIONAL PETROLEUM NEWS * January 13, 1954 











FUEL OIL 
Warm December Holds 
Degree Days Down 


With a few exceptions temperatures 
remained relatively constant and 
warmer than normal throughout the 
nation in the week ended January 2, 
as compared with the previous week. 

Week 
Season Sept.1-Jan.2 Dec.27- 
1953 1952 Normal Jan. 2 
East Coast 
Boston ......1671(b) 1993 2078 218 
New York(a) 1467 1719 1835# 186 
Phila- 

delphia(a)..1388 1630 1684 172 
Washington ..1453 1674 1686# 171 

Average 1495 1754 1821 187 


Great Lakes 

Buffalo ....2094 2386 2487# 235 
Chicago .. 1955 2314 2432 222 
Cleveland 1927 2080 2249#% 210 
Detroit ..1990 2293 2401# 220 
Toronto(a) ...2185 2418 2705# 244 


Average 2110 2698 2455 226 


Midwest 

Denver 2154 2470 2418 227 
Minneapolis . 2583 3029(b)3090# 302 
Omaha ..1942 2545 2459#% 239 


St. Louis(a) 1454 1745 1765# 157 
Average 2033 2447 2433 £231 


West Coast 
San Fran- 

cisco(a) . 781 1048 911 70 
Seattle(a) 1496(b) 1547 1689# 143 


Average 1139 1298 1300 107 


Southeast 

Birmingham ..1188 1310 1197(b) 136 

Charleston(a) .680 780 688 88 

Nashville ..1457 1623 1638# 161 

Raleigh(a) 1150 1348 1307 139 
Average ...1119 1265 1208 131 





Degree days are on 65 deg. F. basis. 

(a) Readings at city offices. Readings in 
other cities taken at airport offices. 

(b) Includes weather bureau correction. 

# Normals based on revised normal fig- 
ures. Other normals based on old normal 
figures. 

(*) All normals in this column are new. 


Standard of Indiana 
Markets New Fuel Oil 


A new furnace oil has been put on 
the market by Indiana Standard that 
contains an additive called Sta-Clean, 
which is said to prevent the clogging 
of burner filters and prevent rusting 
pn the inside of storage tanks. 

The new fuel has been distributed 
to most of the company’s terminals 
and deliveries are now being made 
at the same price as the furnace oil 
Standard previously marketed under 
the trade mark “Stanolex.” 

Standard says Sta-Clean has anti- 
rust and anti-oxidation qualities that 
help prevent several major causes of 
burner failure. The main burner 
problems it helps to avoid are: 

1. Condensation of moisture on the 


inside of storage tanks that causes 
walls to rust. Rust clogs fuel filter, 
and tank may eventually rust through. 


2. Formation of gummy sludge 
caused by oxidation in fuel oil stored 
for long periods. If pulled past the 
filter, this sludge may damage the 
pump and the fine mesh screens on 
the burner nozzle. 


The new fuel was first announced 
Jan. 2 on the East-West football game 
telecast which Standard sponsored to 
kick off what it plans as the biggest 


fuel oil announcement campaign in 
history. 

Full page two-color ads will be used 
in metropolitan newspapers, and large 
space will be used in smaller city 
papers in a campaign expected to reach 
10,100,000 readers. The ads will run 
through January. 

Standard is also sponsoring news 
and sport programs on radio and tele- 
vision to reach consumers in 38 key 
Midwest cities. In addition, Standard 
will use outdoor advertising and di- 
rect mail. 








PUMPS 








The difference to you be- 
tween profit and loss can de- 
pend upon the simple, posi- 
tive action of Viking Rotary 
Pumps. Their fast, thorough 
stripping action can mean 
that you get all you pay for 
when emptying barrels, tanks 
and other containers instead 
of leaving a part of each load. 
Where many other pumps 
fail, efficient stripping is 
possible with Vikings be- 
cause of the suction lift 
created by our famous Viking 
“gear-within-a-gear” pump- 
ing principle. 


Whether the liquid you want 
to pump is thick or thin, you 
will pump more . . . faster 
with a Viking. 
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CONVENTICNAL 





AN HONORED NAME | Send us your pumping problem today 
i |__ IN PUMPING 


PAL GL ic! 
PUMPS 

















FIG. 124 
TRUCK 
MOUNTING 
PUMP 


FIG. 161 
TWIN BULK 
PLANT UNIT 


FIG. 162 
SINGLE BULK PLANT UNIT 


\ and ask for bulletins B400R, 1507R 
/ and SP223CR 





PUMP COMPANY 


CEDAR FALLS, IOWA 
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Here is a new and better gasoline mer- 


chandising unit for those vital spots in 


your stations where sales are made. New 
in appearance for more attractive gasoline 
“packaging”...new in rugged construc- 
tion for longer life with less service... 
new in greater accessibility for quicker 
maintenance, that’s the Gilbarco 906 
Calco-Meter. It's built to do a merchandis- 
ing job better—longer—and at lower cost— 


* EASY-TO-READ DIAL FACE — nearly 20% 


larger ... 200% brighter illumination. 


* LONGER HOSE-—Inside Easy Reach hose is 
13'8"' from pump to nozzle tip, pulls out with 
ease, always retracts positively. 


RUGGED CONSTRUCTION —the most 
rigidly built of all gasoline pumps for posi- 
tively maintained alignment. 


EASY SERVICING —Cam-locked doors and 
new slip-on side panels for instant access to 
interior and quick hose replacement. New 
combination pumping unit and air separator 


Also available with outside Easy Reach hose in 
the Model 904, with new and improved cable, 
weight and pulley system. 


is 


Gilbert & Barker 


> Manufacturing Company 
Mtr , West Springfield, Mass. 


Toronto, Canada 


ade 
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A MESSAGE TO AMERICAN 


INDUSTRY ® 


ONE OF A SERIES 


No Room for 
Industrial Complacency 


Do you believe that American industry is 
equipped with remarkably up-to-date and 
efficient machinery” If you do, you are mis- 
taken. The fact is that a large share of 
American industry’s equipment is ancient, 
of obsolete design and incapable of attaining 
the efficiency that is made possible by modern 
production techniques. 


This fact is documented by the Seventh 
Inventory of Metalworking Equipment, just 
completed by AMERICAN MACHINIST, a 
McGraw-Hill publication. In brief, Amert- 
cAN Macuinist shows that: 


1. More than half (56%) of American 
industry’s most basic production equip- 
ment— machine tools and metal-forming 
units —is overage, and much of it is so old 
that it has very limited usefulness 


2. Since Korea, the situation has become 
dangerously worse. 


Facts vs. Plausible Theory 


These conclusions contradict the widely-held 


impression that America’s industrial equip- 
ment is in better physical shape than ever 
before. The prevalence of this impression is 
not surprising. We, as a nation, have spent 
about $125 billion for new industrial plant 
and equipment since World War II. That is 
more than in any previous period in our his- 
tory. During 1953, American industry in- 
vested $21 billion in new plant and equip- 
ment, an all-time high. From this, it would be 
reasonable to infer that our industrial plant 
and equipment must be in fine condition. 


But the facts do not support that inference 
with respect to the machine tools and other 
metalworking equipment that are so crucial 
to our economy in war and peace. Here are 
the key findings of the AmerRIcAN MACHINIST 
Inventory: 


(1) More than one million machine 
tools —out of a total of less than two 
million in the metalworking industries 
—are at least ten years old. Many of 
these, after day and night operation 
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during the war years and the recent 
rush to rearm, are actually much older 
production-wise than their age in years 
indicates. In most cases, these ma- 
chines are unable to produce goods as 
efficiently as modern equipment can, 
thus needlessly increasing costs. 


(2) Almost one out of five machine 
tools is more than twenty years old. 
Most of these machines are so outdated 
by modern standards that they have 
little more than scrap value. And an 
even larger portion of our metal-form- 
ing equipment (presses, brakes and 
shears, bending and straightening ma- 
chines) has passed the 20-year mark 
and is beyond normal retirement age. 


(3) Two out of three machine tools 
are of designs predating World War II, 
though many of them have been built 
since the war. Thus, two-thirds of our 
machine tools fail to incorporate the 
many major postwar improvements 
in design and operating methods. 


(4) Never before has outmoded high- 
cost equipment been so widely diffused 
throughout American industry. In 
every one of fifteen major divisions of 
metalworking production, more than 
45% of the machine tools are at least 
ten years old. 


(5) Not since the depression days of 
the 1930’s has the average age of ma- 
chine tools risen so rapidly as it has 
in the past four years. Today, 55% are 
ten years old or older, compared with 
43% just before Korea. 
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Quality vs. Quantity 


Why has the condition of our metalworking 
equipment been steadily deteriorating since 
the end of World War II? Part of the explana- 
tion lies in the fact that, in the immediate 
postwar years, production of metalworking 
equipment lagged behind the production of 
industrial equipment generally. The larger 
part of the explanation, however, lies in the 
tremendous postwar expansion of the Ameri- 
can economy. This expansion, which has more 
than doubled our total industrial capacity, 
has imposed requirements for metalworking 
machinery that have been met only by more 
extensive use of old and obsolete tools. In 
the critically important field of metalwork- 
ing, the job of providing up-to-date tools is 
bigger than it ever has been. 


There are those who argue that the time 
has come to cut back investment in new in- 
dustrial plant and equipment and divert more 
of the national income into current consump- 
tion. They cite both the great increase in the 
nation’s total industrial capacity since World 
War II and the fact that some industries now 
have more than ample producing capacity 
to meet their needs. But this type of calcula- 
tion leaves out the efficiency of that produc- 
ing capacity. 


The AMERICAN MACHINIST In- 
ventory makes it manifest that in the key 
field of metalworking we are alarmingly 
short of first-rate, low-cost producing 
capacity. If we fail to remedy this situa- 
tion by speeding the replacement of ob- 
solete tools, it will be at the peril of our 
prosperity, at the peril of a sustained 
increase in our standard of living and 
of our national security. 


McGraw-Hill Publishing Company, Inc. 








This important question should be foremost 


9 
w hat s the cost in the mind of every petroleum refiner when 


in the long ranP he is considering large capital investments 


in petroleum refining facilities. 


The installation of a refining process is an 
important step that merits the careful con- 
sideration of every factor affecting refinery 
economics over a substantial period of time. 
Consequently, the investor should be vitally 


concerned with the extent of continuing 
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service available through the company with 


which he is dealing. 


While the selection of a refining process, and 
the construction of each component are mat- 
ters of extreme importance, the extent of 
service that the refiner can actually count 
upon after the process is operating should 
not be dismissed without very careful in- 


vestigation. 


Universal invites, and suggests that every 


30 ALGONQUIN ROAD, DES PLAINES, ILL., U.S.A. 
- Laboratories: RIVERSIDE, ILLINOIS 


Universal Service Protects Your /nvedimeat 
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petroleum refiner make an impartial com- 
parison of the many services available 
through its broad and comprehensive pro- 
gram, and the services offered by other or- 
ganizations. now in the business of licensing 


petroleum refining processes. 


Your own answer to....What’s The Cost In 


The Long Run... . should reveal the most 


economical and profitable course to follow. 











TIRES—BATTERIES—ACCESSORIES 


QUESTION: Where did you buy tires? 
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QUESTION: Where did you buy the oil filter? 


Number osked who 
on oil filter 


90 
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Stations Lead 
All Outlets 


In TBA Sales 
to Motorists 


More tires, batteries and oil 
filters are bought at service sta- 
tions than at any other source. 

The customer, in nearly all 
cases, buys without dealer 
prompting. In fact, dealer offers 
of TBA merchandise figure in 
less than 1% of all sales. 


These facts are revealed in Report 
No. 5 of the DuPont survey of motor- 
ists’ buying habits. 

The survey found that it isn’t cus- 
tomer resistance that accounts for the 
1% effort on the part of dealers to 
sell. More often than not, the report 
says, the dealer chalks up a sale when 
he does make a suggestion. An analy- 
sis of the instances when dealers offer- 
ed a TBA product shows: 


74% bought tires 
69% bought a battery 
50% bought an oil filter 


As far as these three TBA items are 
concerned it can be seen that the deal- 
er’s batting average is never less than 
one-half, and ranges to a high of three 
out of four successes on all attempts 
to sell. 

Service stations lead all other out- 
lets by a wide margin in sales of tires, 
batteries and oil filters. From questions 
directed to 3,100 car owner, the Du 
Pont survey obtained answers showing 
the proportion of customers who 
bought tires, batteries or .oil filters at 
service stations, as follows: 


Batteries 44.2% 
Tires 43% 
Oil Filters .. 55% 


The station’s nearest competitor for 
tire and battery business is the auto 
supply outlet. In both cases this com- 
petitor accounts for only one-fourth of 
the business, the survey shows. 

Thus the service station leads its 
nearest rival by 18% in tire sales; and 
in battery sales the lead is closer to 
19%. 

Filter Sales—A different class of 
competitor, garages, is runner-up for 
oil filter replacements, again account- 
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ing for about one quarter of the sales. 
Here service stations lead by 29%, 
more than twice the proportion of the 
market held by the nearest competitor. 

Regional differences revealed by the 
charts show extreme variations from 
the national average in only two in- 
stances. In the West, nearly 50% of 
the motorists buy their batteries from 
service stations; better than half the 
car owners in the South went to a 
service station to buy tires. 


The survey also reveals the fact 
that women motorists buy TBA items 
more often than is generally supposed. 
About one-half of the women ques- 
tioned had bought tires or batteries; 
and over one-third had purchased an 
oil filter. 


Other figures from Report No. 5 
were published in NPN March 4, 1953, 
and in the NPN TBA Directory, p. 44. 
They reported on the proportion of 
customers receiving windshield clean- 
ing, radiator, tire and battery checks. 

Free Services—From observation of 
cars coming into service stations, it 
was learned that four free services are 
provided in the following degree of 
frequency: 


Clean Windshield 66.3% 
Check Radiator 45.2% 
Check Air Pressure 20.5% 
Check Battery Water 13.1% 


A check of two other non-revenue 
services showed that 2% of all car 
owners entering service stations ask 
for road maps or information. Those 
making use of rest rooms or telephones 
range from a low of 1% during the 
summer season, to a high of 5% in 
the spring. 


Dealers Make TBA Records 


Some very high TBA ratios are re- 
ported for two Gulf dealers who re- 
cently received special commendation 
from the company. A ratio of $47 
per 1,000 gal. of gasoline is the record 
hung up by Glenn Frick, of Atlanta, 
Ga. He also sells 54.6% premium 
grade gasoline, and averages 11 lube 
jobs per 1,000 gal. 

A partnership, McLaughlin & 
Varney, of Bangor, Me., have a TBA 
ratio of $40 per 1,000 gal. of gasoline, 
and in their first year of operation 
chalked up a 53% increase in motor 
oil sales. 

Another high TBA ratio is reported 
by Tide Water’s Eastern Division for 
its dealer-of-the-month, F. Malcolm 
Hinklie, Nicholson, Pa., whose TBA 
volume is running at the rate of 
$46.30 per 1,000 gal. of gasoline. 
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This new chassis Dynamometer is typical of 
the advanced research we employ to develop 
superior Oronite additives. The research and 
testing facilities behind Oronite additives are 
the most advanced in the nation. 

With years-ahead research, it is possible that 
Oronite additives could provide your finished 
oil with the competitive advantages you need 
to win and hold a market. Oronite will tailor- | 
make additives to your base oils — meeting 
your price and performance specifications. 

Why not see what Oronite additives can 
offer you? Phone or write the Oronite office 
nearest you. An additive specialist will con- 
tact you on request. 
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Low temperature 


performance evaluation 


seen from inside new 
all-weather chassis 
Dynamometer test cell. 
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With Oronite Additives 
you can formulate oils to 
meet the new A.PL Service 
Classifications and can 
meet specifications for 2- 
104-B, MIL-0-2104, Supple- 
ment I and Series II oils. 


OTHER ORONITE PRODUCTS 
Gas Odorants 


Polybutenes 
Phenol 


Dispersant FO 
(Furnace Oil Inhibitor) 


Wetting Agents 
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‘Code’ Would Help Meet TBA Competition 


By 
Frank C. Sturtevant 





In a recent discussion with one of 
the oil company TBA managers, the 
subject turned to the always-present 
threat of competition in the TBA field 


from automotive jobbers. He took the 
occasion to sum up his views like this: 

“It is my feeling that we, as an oil 
company TBA marketer, can best meet 
the competition of the automotive job- 
ber by several means, not all of which 
are now being used to their fullest ad- 
vantage. The main points in his pro- 
gram are as follows: 

1. More frequent sales contacts on 
the part of the oil company salesman 
with his dealer accounts, and a dis- 
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POSITIVE 


run without venting 


Here’s job-versatility seldom 
found in a centrifugal pump. 
Whether for a small tank truck 


the Gilbarco Roto-Prime 
performs smoothly and efficiently 
without manual priming or 
venting. Positive and automatic 
self-priming permits 
multiple-service use in bulk plant 
stripping, transferring and 
loading ... and savings of 
30-50% in pump equipment costs. 
And Roto-Prime’s trouble-free 
operation is ideal for multi-island 
service stations where speed 

and high gallonage set rugged 
standards. 


Gilbarco Roto-Prime pumps are 
available in capacities ranging 
from 50 to 550 GPM ... for 
electric motor, gasoline engine, 
V-belt, chain, hydraulic or similar 
drives. WRITE FOR LITERATURE 
AND FULL INFORMATION. 


ROTO-PRIME 
PUMPS 


Gilbert & Barker Mfg. Co. 
West Springfield, Mass. 


SELF-PRIMING 


start without priming... | 


or a large bulk plant installation | 





cussion of TBA on each and every 
call. 

2. Establishment of adequate credit 
terms which will compete effectively 
with those the dealer might obtain 
from local automotive jobbers, who 
know him more intimately than the 
oil company credit manager situated 
at some distance from his place of 
business. 

3. Providing adequate promotional 
and advertising assistance to help the 
dealer merchandise the products which 
oil companies sell him. 

4. Provide dealers with products 
identified with the oil company em- 
blem or with national advertising sup- 
port at the consumer level. This helps 
the dealer offer the consumer quality 
products he can quickly recognize and 
accept. 

5. Provide regular delivery service 
on a strict schedule which the dealer 
can rely upon, thereby making it less 
attractive for him to purchase on a 
hand-to-mouth basis from a local job- 
ber or peddler. 

6. Prompt handling of adjustments 
on products which have failed to ren- 
der satisfactory service. 

7. Provision of credit card facilities, 
which enable the motorist to charge 
his purchases, frequently on a budget 
basis, and which permit the dealer to 
turn over the financing of this business 
to the oil company. This type of fi- 
nancial assistance is valuable to the 
dealer, since it transfers from his 
books to the books of the oil com- 
pany a substantial amount of money 
formerly tied up in open accounts. 

There are perhaps many others, but 
these, the TBA manager believes, are 
the important contributions which the 
oil company can make to help the 
dealer promote the welfare of the mo- 
torist at a profit to himself. 


Long-Life Batteries — Just the 
other day a battery man decided it 
was time to clear the air, in his own 
company’s sales department at least, 
about the extravagant claims about 
long-life batteries, and about com- 
pounds to rejuvenate dead batteries. 

But he doesn’t want to engage in 
any public quarrel with those who are 
attempting to market those products 
which he considers are being floated 
on the strength of grossly misleading 
sales talks and advertising. 

He is wise to confine his comments 
to his own organization. It is usually 
a mistake to arouse too much dis- 
cussion of any products which appear 
to be on the market for a quick clean- 
up from credulous buyers, or which 
may possibly be offered by concerns 
with inadequate engineering resources. 

One target of this sales department 
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bulletin was batteries which are ad- 
vertised as “guaranteed for the life of 
the car.” The guarantee, however, is 
a personal one, which cannot be trans- 
ferred with the car when it is sold 
to a new Owner. With the rapid turn- 
over of cars in the used car market, 
it is common to find a car changing 
hands prior to battery failure. Where 
that happens, the manufacturer would 
never have to answer for his guarantee. 

Apparently the manufacturer can 
get out from under a lot of other 
claims by requiring that batteries un- 
der the guarantee must be shipped 
back to the factory for adjustment, a 
procedure which most motorists would 
consider intolerable. It would be nor- 
mal for most buyers, when faced with 
a dead battery and the necessity of 
shipping it back to the factory, to junk 
it and forget it. 

It shouldn't be, but too often bat- 
tery failure occurs without warning, 
and replacement is needed on an 
emergency basis. One thing sure, bat- 
tery failure is never convenient, and 
the right to an adjustment from a dis- 
tant factory more than likely will 
rarely be exercised. 

Finally, batteries with these long, 
indefinite guarantees, persistently ad- 
vertised as running for the life of the 
car, are overpriced. For example, a 
price of $30 might buy a battery which 
would normally sell for perhaps $22 
or $23. 

Finally, there is always a new bat- 
tery dope on the market. They run 
in cycles, but there are always motor- 
ists to whom extreme advertising 
claims have an appeal—and who are 
willing to take a gamble. The men 
whose business it is to sell the well- 
known battery brands have to learn 
how to meet that kind of competition, 
too. 

The bulletin winds up with the com- 
ment that the battery business is one 
series of “promotions” after another. 
With which all TBA men will agree. 

Winter Precautions — Motorists 
should always carry chains, and use 
them, and take other winter precau- 
tions, such as having well-filled gaso- 
line tanks, says an editorial which ap- 
peared in the Philadelphia Inquirer 
back in the early part of November. 
On the previous day a sudden, heavy 
fall of snow hit Philadelphia and some 
vther points along the east coast. 

“Once again,” said the editorial, 
“sudden, unexpected snowfall has 
brought a severe lesson to this great 
city and to many surrounding areas. 
The lesson is that with even compara- 
tively moderate visitations of snow, 
both the traveling public and local 


authorities must be better prepared 
than they are to cope with slowed 
down, snarled traffic. It is only too 
plain that we are a long way from that. 
There were indications yesterday that 
thousands of motorists weren’t ready 
for the storm.” 

Too much mild weather for too long 
lulls the car owner public into forget- 
fulness. But it might be a good idea 
for oil men to remind dealers from 
time to time that the service station 
always gets a rush of business when- 
ever snow and ice put in an appear- 
ance. 
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ACCELERATOR ROD , 
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under engine hood |) 
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Garden Hose on Market 


For the TBA marketers carrying 
non-related merchandise, Goodrich is 
putting on the market a new, lower- 
priced companion to its Koroseal 
garden hose. It is bright yellow in col- 
or and will be sold under the “Garden 
Club” brand in 25, 50 and 75-foot 
lengths at fair trade prices of $4.65, 
$7.55 and $10.95 respectively. The 
new hose is put up on an easel type 
display disk. 


Scully AUTOMATIC 
Throttle Regulator 
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TAPPED INTO LINE ON PRESSURE SIDE 
Save temper, time and pump wear with Scully automatic pump 
speed control. Makeshift hand throttle adjustment is eliminated. 
There’s no need to tinker with the carburetor. Actually, all needless 
engine and pump racing is overcome! 


HERE 1S WHAT YOU GET 


At time of installation, adjust the Regulator for the pumping speed 
you want, within maximum limits. That speed will be automatically 
yours for every delivery thereafter. 


1. Engine automatically increases to pumping rate when 
power take-off is engaged. When power take-off is dis- 
engaged, speed automatically decreases to idling. 


2. If compartment runs dry, speed reduces to idling. 


3. At transfer to new compartment, pump speed builds up 
again to the rate you chose for top efficiency. 


No adverse effect on throttle operation during driving. 
For proven automatic throttle regulation, be sure you get Scully. 


ORDER BY We ship you device, mounting brackets, installation 


MAIL TODAY parts and instructions for $29.50 f.o.b. Melrose. 
SCULLY SIGNAL co 174 Green Street @ 


Melrose 76, Mass. 
© 1954 SCULLY SIGNAL co. 
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Compare your TBA record 
with the records of 15 oil com- 
panies, 


Dr. Warren Leigh demonstrated 
good, bad and average TBA sales at 
the Oil Industry TBA Group conven- 
tion in St. Louis, by comparing the 
average TBA sales of 15 companies 
with their gasoline sales. Selling re- 
cords were expressed in units of TBA 
sales per 1,000 gal. of gasoline sold. 

Dr. Leigh is the Dean of the Col- 
lege of Business Administration at the 
University of Akron. 

Because some of the companies had 
data available only on sales of branded 
gasoline, while others reported sales 
through resellers, Dr. Leigh calculated 
median performance figures for both 
groups. The following extracts from 
his tables give the high and the low 
for all 15 companies: 


(In units per 1,000 gal. of gasoline) 





Median Median 
Branded Sales 
Low High Gasoline Reseller 
Tires .20 1.0 4 ae 
Batteries .08 _ 141 147 
Antifreeze* 30 1.2 5 7 
Spark Plugs . .66 2.25 87 1.29 
Oil Filters 12 1.5 4 65 
Fan Belts 05 2.7 08 1.25 
Lamps 16 88 304 =.526 


| * Figures in gallons. 


| 
Employing another means of com- 


|parison, Dr. Leigh set a series of 
| figures representing a theoretical par 
| performance in units of each product 
per 1,000 gal. of gasoline. In the fol- 
|lowing table, for example, par for 
| spark plugs is seven plugs per 1,000 
‘gal. of gasoline. 

| Figures in the third and fourth col- 
umns below show how close the aver- 
age sales of each group of companies 
came to the theoretical par. 


(In units per 1,000 gal. gasoline) 
Sales 


Par Branded Sales 

- per 1,000 gal. Gasoline Resellers 
Tires—1953 . 1.63 24% 33% 
1952 23% 27% 
Batteries—1953 .57 25% 26% 
1952 22% 28% 
Plugs—1953 7.00 13% 18% 
1952 12% 13% 
Filters—1953 3.00 13% 22% 
1952 10% 18% 
Lamps—1953 1.70 18% 31% 
1952 19% 21% 
Fan Belts—1953 .50 16% 25% 
1952 18% 24% 


A few of the oil companies showed 
evidence of being generally good per- 
formers by landing frequently in the 
upper levels of the comparison tables, 
commented Dr. Leigh. But there is no 
consistency in the results for all 
products, he said. For example, in 
| the group of companies reporting sales 
in relation to all of their branded 


Are Your TBA Sales Up to Par? 


gallonage, Company A had five first 
places; Company B had two second 
places and two fourth places; Com- 
pany C had one first, one second and 
two thirds. 

Ten of the 15 companies were able 
to report sales of at least one product 
somewhere in the first four places. 
Among those able to segregate TBA 
sales in relation to reseller gallonage, 
there were seven companies with sales 
of at least one product somewhere in 
the four top places. 

Up to now Dr. Leigh’s reports have 
covered the first nine calendar months 
in each year. In the future it is planned 
to put the figures on an annual basis, 
supplemented by quarterly reports. 


1954 TBA Conventions 


The Oil Industry TBA Group will 
hold its convention in St. Louis again 
in 1954, meeting Nov 29-30 at the 
Chase, Park Plaza and Forest Park 
hotels. The decision to repeat at the 
same location was made before the 
close of the 1953 convention, but a 
committee chairman to handle the 
registrations had not been named up 
to press time. 

March 2 is the date of the Western 
Division meeting to be held at the 
Olympic Hotel in Seattle. In charge 
of reservations is H. C. Buck, Rich- 
field Oil Corp., 2326 6th Ave., Seattle 
1, Wash. 

The Midwest section will meet at 
the Sheraton Hotel in Chicago, May 
3 and 4. 

The Canadian section is planning a 
one-day conference during May at a 
time and place not yet determined. 


Shell Adds 5 Products 


Shell of Canada has added five new 
specialty products to its line. Three of 
the products are radiator chemicals, 
including a cooling system cleaner, a 
stop-leak compound, and a radiator 
flush. The other two are a combina- 
tion cleaner-polish, and an auto wax. 


Emergency Blinker 


A blinker light operated by four 
flashlight cells has been brought out 
by Justrite Manufacturing Co., 2061 
N. Southport Ave., Chicago 14, IIl. 
It is called the Lifeguarder, and can 
be converted to a steady white light by 
removing the red lens and switching 
off the built-in flasher unit. 
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64,000,000 GALLONS OF GAS PER YEAR... that’s the volume of high-octane 
aviation grade gasoline handled by the Air Terminal Fuel Corporation at New York International 
Airport, the country’s largest commercial field. Marlow Self-Priming Centrifugal Pumps are 
preferred and used exclusively by Air Terminal Fuel Corporation for loading rack and tank truck 


service because trouble-free Marlows offer high capacities with low maintenance costs. 


marlows do the job faster! 


Fuel oil marketers everywhere, majors and independents alike, are using more Marlow 
Self-Priming Pumps to speed operations and cut operating and maintenance costs. 
Marlows, designed specifically for petroleum service, can handle high-octane gasoline 


or home heating fuels with equal ease. For complete information on these high-perform- 
ing pumps, see your Marlow dealer or write for Bulletin PM-50. 
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EQUIPMENT 


BENDS IN PIPES permit unobstructed flow of product and 
simplicity of installation, as shown in transfer lines 


WELDED ELLS would have been difficult in a cramped spot 
like this. But bends were an easy installation 


Bending Shrinks Pipe Installations Costs 


Pipe bending, instead of weld- 
ing, can be an answer to high 
costs in labor and materials for 
installing piping systems at oil 
storage facilities. 

Through pipe bending, a Wisconsin 
terminal operator saved $800 and 270 
man-hours in installation of 22,074 ft. 
of oil transfer lines and foam pipe. 

The decision to use pipe-bending 
equipment at the Jones Island Ter- 
minal of the Wisconsin Petroleum 
Terminals, Inc., was based on many 
factors. 

Wilmer R. Schuh, chief engineer 
of E. D. Wesley Co., plumbing and 
heating contractors that did the job, 
said the pipe-bending method gave 
the terminal company a cost advantage 
and was more efficient and pleasing 
to the eye. Also, Mr. Schuh said, his 
company has had 10 years experience 
in bent-pipe installation. 

The project involved the installa- 
tion of transfer lines and a foam sys- 
tem connecting four oil storage tanks. 
In the bending job, 10,020 ft. of 4-in. 
and 3,983 ft. of 3-in. pipe were used 
as foam lines. The product lines used 
to load tank cars is made up of 1,234 
ft. of 4-in. pipe, plus some 380 ft. 
of 2-in. pipe. 

A heavy-duty bender was used, 
similar to those used in electrical con- 
duit work. It can make identical bends 
in single settings quickly, in any arc 
up to 180°. Little training is needed 
to operate this equipment, Mr. Schuh 
said. 

Mr. Schuh figures that altogether 
about 135 bends were made, ranging 
from 90° down to 12°. 

Savings are estimated at about 75% 
on the 3 and 4-in. bends over what 
welded ells would have cost. Mr. 


40 


Schuh calculates a 90°, 4-in. ell at $16 
and the same bend at only $3. That's 
$2 for the labor and $1 for the pipe. 
And 10 days were lopped off the 90- 
day contract time. 

He points out there is still another 
saving in bending pipe, aside from 
ells, welds and time. The salvage rate 


ge se — 


on what would otherwise be scrap pipe 
is almost 100%. With a 45° ell, for 
example, the footage beyond what is 
needed is cut off and most likely 
scrapped. With the bend, the sweeping 
curve extends the length. On this job, 
they didn’t have a single bend go 
wrong that couldn’t be salvaged. 


4 
Be 


A 45° BEND is simply made with only a single setting. Moving of the pipe was unnec- 
cessary in this operation. Some 135 bends were made on this job 


FINISHED BEND of 90° is demonstrated. The pipe and shoe were fastened to the 
frame. Then, the pipe was released with the push-out pin 
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Equipment Jobber Puts Service Shop on Wheels 

A mobile service unit is being used by Tuller Equip- 
ment Co., Columbus, Ohio, to cover a six-state area. The 
shop on wheels includes a van trailer, a stake truck and 
a station wagon. The new van unit is equipped with gas 
and electric welding equipment, complete tank cleaning 
and testing equipment, pumps for the transfer of liquids, 
blowers for air supply, an electric generator, an electric 


pipe cutter and threader, and a complete stock of valves 
and pipe fittings. The mobile service unit is taken to bulk 
plant construction projects. Besides providing the tools 
and material to do the work efficiently, the trailer serves 
as a place where work can proceed even if rain or snow 
halts outside operations. H. R. Tuller is president of the 
company. 


‘Silent’ Muffler 


General Motors is putting out a 
larger truck muffler that eliminates 
most offensive exhaust noise. The new 
mufflers measure as much as 3% 
times the size of former mufflers on 
the same truck models. Only “secret” 
in construction of the new muffler is 
its larger size, which reverses a trend 
in recent years which saw mufflers 
growing smaller because of manufac- 
turing costs. Six types of the new 
“Silent Power” exhaust systems fit all 
truck sizes and are standard equip- 
ment on the manufacturer’s 1954 
models. General Motors Corp. 


Circle No. 1 on Reply Coupon 
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‘Explosion-Proof’ Trucks 


Twelve models of “explosion-proof” 
electrically operated hydraulic lift 
trucks are designed for use in loca- 
tions where dangerous fumes or dust 
prevail. They are designed for safe 
operation in areas involving fumes 
from acetone, flammable alcohol, gas- 
oline, naphtha, butane, propane, com- 
mon petroleum, pyroxylene, lacquer, 
solvent and other materials and vari- 
ous explosive dusts. Big Joe Manufac- 
turing Co. 
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Portable Pump 


A portable gasoline-engine-powered 
pump for oil or water transfer is now 
on the market. The unit is equipped 
with a special vacuum switch to guard 
against “burned out” impellers when 
the liquid supply runs dry. Because of 
this switch, the pump may operate un- 
tended and will shut itself off when 
the job is finished. It has a capacity 
of eight gal. per minute and a pressure 
range up to 30 Ib. Hypro Engineering, 
Inc. 
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FOR FURTHER INFORMATION 


On Any Equipment or Literature Described in This Issue 


HERE’S WHAT YOU DO: 


Circle the number on the coupon on. next page which 
corresponds to the one that appears at the end of the 


1tem in which you are interested 
Fill in your name, address, etc. 


Clip the coupon 


Mail it to the Readers’ Information Service, NATION 
AL PETROLEUM NEWS, 330 42nd Street, New York 36, 
N. Y. This department will forward your inquiry to the 


manufacturer. 
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All-Purpose Vise 


This all-purpose vise works equally 
well in upright or “on its side” posi- 
tions. The vise has a standard base 
which can be mounted in any desired 
location. Additional bases can be 
mounted in locations. where the vise 
will be used, making: it possible to 
move it from place to place. The vise 
moves in a full circle and locks auto- 
matically in any position. Maximum 
jaw opening is five inches. Columbian 
Vise and Mfg. Co. 
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Vapor Cleaners 


Three new models of vapor cleaners 
now are on the market. All models 
feature gun control shut-off, low water 
cut-off and have capacities of 120 gal. 
per hour. The deluxe model includes 
a hot water thermostat which allows 
the user to convert immediately from 
steam to hot water rinse. All models 
include one 25-ft. length of vapor 


steam hose, one full swivel cleaning 
gun and are mounted on rubber tired 
wheels. An optional attachment is de- 
signed for reverse flushing of radiators 
and for block cleaning. Aeroil Prod- 
ucts Co. 


Circle No. 5 on Reply Coupon 


Fuel Tank Tester 


A compact fuel oil tank tester can 
be used on tanks as deep as 20 ft., 
with additional 3 ft. extensions avail- 
able. Inserted through the inspection 
or fill hole, the tester takes a sample 
from the water and sludge level. The 
new device is useful for sealed-off and 
sunken tanks. Construction is of rust- 
proof aluminum and durable plastic. 
Norman Chemical Co. 


Circle No. 6 on Reply Coupon 


Tire Safety Device 


The “Safety-Flater” is a new de- 
vice to protect persons inflating truck 
tires. After the “Safety-Flater” is plac- 
ed in the center of the wheel, a trig- 
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ger release extends the ends to cover 
the lock ring, giving three-point pro- 
tection against blown lock rings. Jack 
P. Hennessy Sales Co. 
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Heavy Duty Pipe Wrenches 


This line of heavy duty pipe 
wrenches is backed by the manufac- 
turer’s unconditional guarantee. Im- 
proved handle design increases 
strength and provides better hand 
grip. A new easy-action nut and 
single spring assure quicker, easier 
setting of jaws. The wrenches are 
available in a complete range of sizes 
from 6” to 48”. Toledo Pipe Thread- 
ing Machine Co. 


Circle No. 8 on Reply Coupon 


Moisture Separator 


A moisture separator for use in 
horizontal steam, air and gas lines 
installs in minimum space, occupying 
scarcely more space than the section 
of pipe it replaces. Constructed of 
fabricated steel, the separator is self 
cleaning and may be used with a wide 
range of pressures. Centrifugal force 
removes water, oil and solids from 
the pressure line and delivers a clean 
flow to equipment. Wright-Austin Co. 
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Gate Valves 


A four-page circular describes a 
complete line of all-iron and iron 
body, bronze-mounted gate valves. 
The units are designed to permit dis- 
assembly and reassembly without re- 
moval from the line. The valves have 
large drain channels that reduce bon- 
net chamber clogging in the handling 
of congealing fluids, and cast bronze 
thread bushings, integral with the bon- 
net that assure perfect stem alignment 
and minimum thread wear. Lunken- 
heimer Co. 
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Protective Coatings 


Three types of protective coatings 
for general protective service tank lin- 
ings, and severe corrosive service are 
described in a new folder. Charts show 
properties of the coatings and full de- 
tails on application. Nukem Products 
Corp. 
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Automotive Tubing 


A line of flexible automotive tubing 
for car and truck exhaust systems, 
garage fume collecting systems, auto 
heater connections, oil breather tubing, 
oil dispenser spouts, protective cover 
for cables and other uses are described 
in a new folder. Flexonics Corp. 
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Hand Hoists 


A line of hand hoists, with capa- 
cities from %2 to 2 tons, is described 
in a new bulletin. Among the hoist’s 
advantages are its lighter weight and 
its 95% efficiency. Design features in- 
clude instantaneous brake and release, 
safety load hook, steel load sheave, 
non-fouling hand chain guide and one- 
piece hand wheel. The Yale & Towne 
Manufacturing Co. 
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Diesel Fuel Filter 


A new filter stops injector corrosion, 
erosion, wear and tear, and seizures 
caused by water and dirt in Diesel 
fuel. The unit is said to deliver fuel 
99.995% water free and solid free to 


five microns, even at temperatures as | 


low as 35 deg. F. Cast aluminum 
construction with universal mounting 
brackets makes installation easy di- 
rectly on fuel supply line. The filter 
is described and illustrated in a four- 
page folder. Warner Lewis Co. 
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Work Glove Catalog 


A new catalog of work gloves illus- 
trates and describes types and styles 
for all purposes. Prices also are given 
for each type of glove. Pierce Glove 
Co., Inc. 


Circle No. 15 on Reply Coupon 


Air Flow Detector 


Ideas for application and installa- 
tion, along with other facts, are given 
about a new device for controlling or 
detecting liquid level and air flow in 
a 16-page illustrated booklet. The 
hermetically sealed device, which has 
no moving parts, is recommended for 


use in air conditioning and dust col- 
lecting systems, aircraft combustion- 
type heaters, recirculating ovens, 
foundry and paint room exhausts and 
many other installations. Fenwal, Inc. 


Circle No. 16 on Reply Coupon 


Self-Sticking Labels 


A new bulletin contains practical, 
cost-cutting solutions to many special 
industrial marking problems. Actual- 
size illustrations show pressure-sensi- 
tive markers and labels. A sample card 
of labels is sent with each bulletin. 
W. H. Brady Co. 


Circle No. 17 on Reply Coupon 





New 


low-priced 
hose reel 


operates 
aver 


1,500,000 
revolutions 
without 


losing a drop 


1and-wound reel for rear 
box installation 
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Electric driven reet for side box installation 


Self-tightening seal enables it to stand 
up under toughest, heaviest work loads 


The finest hose reel ever built for fuel oil, gasoline, com- 
ressed gases and chemicals. Will never wear out. Ex- 
Coonteale tested. 

No leaking, no sweating after a million revolutions at 
pressure from zero to 100 lb. per sq. in. 

A new, self-tightening seal in swing joint is the secret. This 
seal is easily, quickly replaced without breaking lines. 

Features include light weight (85 lb.); holds 100 ft. of 14” 
hose; swing joint with clear, uninterrupted passages; every 
part steel, malleable iron or bronze—no cast iron; rigid base, 
welded throughout; six ball bearings on every reel; all work- 
ing parts accessible; reel can be quickly unbolted. 

This hose reel is made in all sizes from 1” to 3”, for bucket 
or underslung box installation. Available with standard or 
explosion-proof electric motors, any voltage; air or hydraulic 
drives. We can equip them with automatic stop, level winder, 
friction, jaw, or electric clutches if desired. 


Delivery usually within one week, Write for prices and details. 


PHILADELPHIA VALVE COMPANY 


3413 ARAMINGO AVENUE + PHILADELPHIA 34, PA. 


Pacific Coast Distributors: 
Oil Marketing Equipment Co. 325 Fremont Street, Son Francisco 5, Calif. 
Howard Supply Co.,.5125 Santa Fe Avenue, Los Angeles 11, Collf. 
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a@i@NhE - - - interpreting the oil news 


Pacific Coast 


By Frank Breese 


Union Upgrades Regular—Ar- 
thur C. Stewart, marketing vice presi- 
dent of the Union Oil Co., sent com- 
pany dealers a holiday greeting with a 
sales message in it. 

He described the company’s new 
regular gasoline as a Christmas present 
for both dealers and customers. Then 
he explained why Union introduced an 
upgraded regular gasoline. 

The big percentage of drivers don’t 
buy premium gasoline, said Mr. 
Stewart. “It is for these folks that 
we're offering the improved 76 (brand 
name of regular gasoline),” he wrote. 
“We're going after the great majority 
of buyers. We're looking for new cus- 
tomers among people who have been 
ignored by others in the current trend 
toward higher octane numbers—and 
higher prices—in premium gasolines.” 

Dealers were given some statistics 
designed to help them sell the com- 
pany’s premium motor oils. Here are 
the claims Union passed on to its 
dealers: 

The average regular gasoline satis- 
fies octane needs of 20% of newer 
cars. 

Union’s new regular gasoline satis- 
fies octane needs of 45% to 50% of 
the newer cars. 

The new regular gasoline satisfies 
octane needs of about 80% of the 
new cars that use premium motor oils 
from the beginning. 

The new regular grade fuel will 
satisfy octane needs of 76% to 80% of 
all cars on the road today regardless 
of make or model. 

If all those cars were lubricated 
with premium motor oils, said Union, 
the amount satisfied by the new regu- 
lar gasoline could reach 95% 

Gasoline Sign Suit — The Los 
Angeles County Bureau of Weights 
and Measures has charged an East 
Whittier, Calif., multi-pump operator 
with fraudulent advertising. 

A sign advertising “Helm 95-Plus 
No-Ping Ethyl” was held in violation 
of a state law prohibiting misleading, 
false and fraudulent advertising. 

This is the first citation issued since 
Independent dealers began displaying 
signs implying high octane premiums 
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in the wake of the octane race. 

Although the sign doesn’t mention 
octane, county officials claim it is 
deliberately misleading. A  handbill 
also advertised “95-octane Ethyl,” but 
it was withdrawn. 

The citation was issued to Ernie 
Helm, operator of three multi-pump 
stations in East Whittier, Pico and La 
Habra (all in the east Los Angeles 
Basin). Mr. Helm will enter a plea in 
a Whittier court, probably within a 
few days, though no date has been set. 

The county also charged Mr. Helm 
with violation of a state gasoline sign 
law in advertising “a package of 
cigarettes with 8.” The law prohibits 
savings claims on gasoline price signs. 
Although Mr. Helm’s sign doesn’t 
mention “gallons,” the county claims 
it is implicit. 

Other charges against the multi- 
pump operator are failure to place 
labels on inlet tanks and falsely claim- 
ing 100% pure Pennsylvania motor 
oil. 

Mr. Helm said he plans to fight the 
charge of fraudulent advertising. His 
position, he said, is that he is using 
a legitimate brand name. 

Savings Plan Grows—Tide water 
Associated reported that 86% of its 
eligible employes are participating in 
the company’s thrift plan established 
last September. The company, which 
contributes half the amount each 
employe put in (up to 5% of base 
compensation), said employes con- 
tributed $174,000 by the end of No- 
vember, and the company, $87,000. 

Anti-Smog Awards—The Los 
Angeles County board of supervisors 
has decided to give awards—pennants 
or plaques—to manufacturing plants 
which comply with anti-smog regula- 
tions by installing required anti-smog 
equipment and have a smog-free rec- 
ord for three consecutive months. 

Expansion Ahead—In a holiday 
message to Richfield dealers, Market- 
ing Vice President W. G. King, Jr. 
stated: “While I cannot go into details 
at this early date, I can tell you that 
great new developments are being 
planned for ’54,.” 

Schooling for Sales—Union Oil 
reported that its sales training pro- 
gram is in full swing. It said 349 
sales representatives have completed 
a course in fuels and lubricants at the 
Petroleum Educational Institute and 
196 others were enrolled at the be- 
ginning of 1954. 

In addition, all district sales man- 
agers in the western marketing area 
are expected to attend orientation con- 
ferences. 

Spreading Out—Union Oil is ex- 
tending its marketing boundaries and 


is looking for customers in British 
Columbia, Yukon territory, Saskatche- 
wan, Alberta and eastern Canada. 
Idea is to enlarge the potential for 
its motor oils. Union said it doesn’t 
plan to open any retail outlets of its 
own in Canada. 

Buying Shift—A multipump sta- 
tion in San Fernando Valley (Greater 
Los Angeles) reported a shift by buyers 
to high octane when it began selling 
a premium-grade with an asserted 95 
octane rating for a penny more than 
its former premium. It handles three 
grades: regular, middle and premium. 
Daily volume jumped 500 gal. for the 
new premium. 

The Serve Yourself and Multiple 
Pump Stations Assn., which supplied 
the data, commented that “motorists 
who patronize Independent stations 
seem to find out what the best buys 
are.” 


Sinclair Buys Jobber—Sinclair 
Refining has bought the oil product 
distributing facilities of Fletcher Oil 
Co. within Idaho. Included in the sale 
are more than 20 bulk plants and 
about 60 service stations in southern 
Idaho. 


Atlantic Coast 


By 
Raymond E. Bjorkback 


New Job for Historic Site—A 
Long Island distributor of fuel oil, and 
solvents and other chemicals, is going 
to double its storage, at least, follow- 
ing purchase of part of the site where 
an original partner of John D. Rocke- 
feller built a refinery before the turn 
of the century. 

The 30-year-old Peerless Oil and 
Chemical Corp. recently bought a lit- 
tle more than two acres of a 19-acre 
piece of Long Island City, N.Y., real 
estate identified with “big oil” for 70 
years. 

The refinery which the Rockefeller 
partner, Charles Pratt, built there in 
1879, was closed, as no longer useful, 
by Socony-Vacuum on Jan. 1, 1950. 

Known as the Pratt Works, and in 
later years the Queens County refinery 
of Socony-Vacuum, it processed wax 
oil, turning out fuel oil, gas oil, paraf- 
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fin lube oils and crude and refined 
paraffin waxes. Candles, too, were 
made at the plant. 

Water transportation and the fact 
that only a few blocks separate the 
site from Peerless’s headquarters, 
make the two-acre parcel of land at- 
tractive to Peerless. Also useful to 
Peerless will be a sizable warehouse 
on the property. 

The company plans to install 500,- 
000 gal. of tankage there, perhaps 
considerably more. It has 500,000 gal. 
of storage at its home plant. 

Peerless retails fuel oil throughout 
the metropolitan New York area. In 
addition, it packages. (drums and 
cans) the solvents and other chem- 
icals which it sells also. 

Edward M. Carey is its president. 

Plant Changes Hands—The 
“country” bulk plant at Pavilion, 
N.Y., that Charles G. Gerlach took 
over when oats and hay were more 
important to the farmer than gasoline, 
is under new management for the first 
time in more than 36 years. 

Mr. Gerlach has leased his full-line 
Socony-Vacuum distributorship, with 
an option to buy, to two brothers, Vic- 
tor and Robert Phelps. 

The former is a one-time Rochester 
(N.Y.) district salesman for Socony, 
which had employed him 16 years. 
The latter was in the garage business 
and farming until they formed a part- 
nership to lease and operate the Ger- 
lach business. 

The partnership is known as Phelps 
Brothers Petroleum Distributors. 

The Pavilion bulk plant had just 
11,000 gal. of tankage when Mr. Ger- 
lach took it over in 1916 after work- 
ing three years for the former owner. 
It now has 90,000 gal. 

Its annual volume is 500,000 gal. 
of gasoline, kerosine and fuel oil. 

The distributorship owns just one 
service station, does all the rest of its 
gasoline business with farm accounts. 

Mr. Gerlach leased to the younger 
men after deciding he had put his 
share of “hours” into the oil business. 
His plans for his retirement are in- 
definite. 

New Fuels Tax—Marketers in 
Baltimore, Md., have won some major 
concessions from their city council in 
their attempt to keep a special sales 
tax, levied on gas, from being extend- 
ed to fuel oil and liquefied petroleum 
gas. 

However, the tax has been voted 
for a number of classes of liquid fuel 
sales and for LPG sales—to the tune 
of 0.75¢ per gal. for No. 2 fuel, 0.5¢ 
per gal. for heavy fuel, and 7.5% for 
LPG. 

Also, a precedent may have been 


set. No other city, reportedly, levies a 
special fuel oil sales tax. 

The ordinance exempts No. 2 sales 
for residential and stores’ use, but 
applies to all other No. 2 sales to con- 
sumers. It exempts entirely No. | and 
kerosine sales, but taxes heavy fuel 
sales except those to marine, railroad, 
non-profit institutional and federal, 
state and municipal government ac- 
counts. 


Midwest 


By Leonard Castle 


Small Jobber’s Problems — Rol- 
land E. Wiegand of the Wiegand Oil 
Co., Deep Rock jobber at East Alton, 
Ill., contends that the future of the 
Independent jobber is threatened by 
five factors over which he has little 
vr no control. 

Writing as a “small jobber,” Mr. 
Wiegand declares “there seems to be 
a mad rush for bigness on the part 
of the larger suppliers” who are “dis- 
regarding the plight and function of 
the smaller jobbers.” 

Mr. Wiegand lists these factors as 
being detrimental to the jobber's 
future: 

1. Rapid tax write-offs “for refin- 
ing, terminaling, pipe line and service 
Station construction by large com- 
panies.” The small jobber, he says, 
has no chance to engage in such ex- 
pansion and cost saving devices in 
planning for the future. 

“The jobber must remain on out- 
dated depreciation rates of 15 to 20 
years for service stations that he 
might want to build,” Mr. Wiegand 
writes, “while the large companies 
seem to have much power in accom- 
plishing these aims. Perhaps our over- 
supply situation now is a direct result 
of this expansion in refining and 
terminaling.” ‘ 

2. Price wars flourishing at a time 
of high wages and costs. The small 
jobber, Mr. Wiegand contends, “has 
no control over price wars aggravated 
by large companies in their lust for 
gallonage at dealer or jobber ex- 
pense... .” 

“How can price wars flourish, oil 
company profits soar to new heights, 
and the public be satisfied that no 
skulduggery exists in pricing policies?” 
he asks. “There can be only one way. 
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The dealer and jobber must sacrifice 
a part of their margin in a price war 
and this, of course, has been proved 
many times. I have experienced this.” 

3. The policy of “by-passing” the 
jobber with direct dealer delivery 
wherever economically possible. This 
practice has developed particularly in 
metropolitan areas, Mr. Wiegand says, 
where larger gallonages per outlet 
make it attractive to the supplying 
companies. 

“Ironically enough, the rural areas 
and ‘small dump’ fuel oil deliveries in 
metropolitan cities are left for jobber 
operation,” Mr. Wiegand says. “Could 
this be because net backs and delivery 
profits are thin in these cases? Can the 
attitude be, ‘Let the jobber have this 
and if he can make a profit we are 
happy? After all we are getting cover- 
age in that territory and the advertis- 
ing is of some value to us.’ These 
problems are cold, hard facts that | 
have experienced. Is this the trust and 
mutual understanding between sup- 
plier and jobber that I hear so much 
about?” 

4. Large suppliers quoting de- 
livered prices to consumer accounts 
lower than jobber prices in the same 
territory. “This I have personally en- 
countered also,” Mr. Wiegand says. 
“Am I a jobber? Or, in reality, am I 
not just another account—a means to 
an end—an expedient of more sales 
and gallonage in my territory?” 

5. The building of major company 
service stations “at unprecedented 
rates.” He reports that one supplier 
in his territory recently erected five 
new retail outlets at an average cost 
of around $30,000 each. Then he 
asks: 

“Can I match this out of jobbing 
profits or financing alone? This is a 
physical impossibility. I can only 
work with what I have. Could rapid 
tax write-offs be a factor here?” 

“These are but a few of the many 
problems facing the smaller jobbers 
of our nation and I believe that these 
I have listed are predominant in most 
all sections of our country .. . 

“If large companies want good pub- 
lic relations, less clamoring for gov- 
ernment control, fewer socialistic ideas 
among the smaller segments, fewer 
lawsuits by government agencies, and 
more people in marketing pushing and 
proud of the banner they fly, then 
immediate far-reaching thought and 
ideas must be forthcoming if any 
stability at all is to be realized in the 
not distant future.” 

Mr. Wiegand expresses the hope 
that his comments will be “good food 
for thought” and invites any and all 
rebuttals. 
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EDITORIALLY SPEAKING 


Implicit in all of the year-end statements is- 
sued by major oil company executives is the fact 
that petroleum markets will find customer dollars 
harder to come by in 1954. 

The reason, basically, is an abundance of sup- 
ply—as for instance on the West Coast, which for 
the first time in several years enters a new year 
with ample products on hand. It follows, perforce, 
that sellers at all levels in the distribution and 
marketing chain are going to have to get out and 
sell harder—and better than at any time since the 
war if they are to increase, or even hold, their 
position in a market wherein the total demand 
may be as much as 4% greater than in 1953. 

“Good old-fashioned selling” are the words 
used by Eugene Holman, chairman of the board 
of Jersey Standard, to describe the necessity in 
terms of Jersey’s own marketing affiliates. But 
they are words that well might be applied by 
marketers generally, and jobbers in particular, to 


The Denver City Council, like some other city 
councils in the past, may think that it has made 
the streets of Denver safer by restricting gasoline 
tank truck loads to 1,500 gallons. 

This is the strange brand of logic always em- 
ployed to justify such restrictions. The fact that 
Denver now uses it demonstrates that the oil 
industry still has a big job of educating to do, 
if city officials ever are to be convinced that these 
limitations actually decrease safety rather than 
increase it. 

In Denver, the oil companies asked for a 3,500- 
gal. ceiling on loads, probably because they were 
certain a ceiling of some sort was inevitable and 
they hoped to keep it reasonably high. Had their 
recommendation been followed, the fueling of 
passenger cars in the Denver metropolitan area 
would have required trucks of 3,500-gal. capacity 
to make 29,000 trips to service stations in 1953. 

Contrast this with the situation that now will 
prevail because the city fathers refused to take the 


Marketers Must Trim Costs and Sell Harder 


their own operations during the new year. 

Thoroughly applicable, too, is Mr. Holman’s 
further emphasis on the importance of reducing 
distributing costs, through greater efficiency. 
What this amounts to, essentially, is that petro- 
leum marketers must MANAGE BETTER in 1954. 

Better managing means closer supervision of 
the business. It means being cost-conscious, and 
instilling that consciousness in others. It means 
eliminating things and steps that are wasteful. It 
means, too, using more efficient equipment, all in 
recognition of the cardinal fact that pennies saved 
at any point in the line of distribution have a way 
inevitably of showing up in the earnings statement. 

Too many marketers were prone to overlook 
this fact when operating in the so-called sellers’ 
market. Now that the shoe is on the other foot, 
with conditions favoring the buyer for a change, 
any such oversight could spell the difference be- 
tween profit and loss in 1954. 


Curbs on Oil Truck Hauling Increase Danger—Not Safety 


industry’s advice. During this present year, the 
1,500-gal. capacity restriction means that oil com- 
pany gasoline trucks will have to make more than 
69,000 station deliveries if passenger cars are to 
be kept fueled. That’s well over twice what wouid 
have been necessary under the industry proposal. 

The Denver council saw a danger in gasoline 
tank trucks travelling the city streets. It sought 
to eliminate or diminish the hazard by imposing 
a capacity limitation. Instead of promoting safety, 
however, it has decreed that in 1954, for example, 
there shall be at least 40,000 more exposures to 
accidents involving tank trucks than need be. 

If they were to be realistic, the governing bodies 
of Denver and other municipalities would do more 
for highway and general safety if they would 
permit larger transports to make station deliveries. 
The size should, of course, be kept within reason, 
but the sole determinant should at all times be the 
ability of a city’s streets to accommodate such 
vehicles in traffic. 
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You can be sure of 


complete product protection 


with U.S. STEEL Drums 


@ When you ship in U. S. Steel 
Drums you can be sure your prod- 
ucts will arrive at your customer’s 
plant in the same excellent condition 
as when you shipped them . . . same 
color, same purity. Here’s why: 

U. S. Steel Drums are scale-free. 
There is no mill scale to flake off 
during rough handling. 

U. S. Steel Drums are physically 
and chemically clean . . . all con- 
taminating residue is removed. Such 
a clean surface cannot affect your 
product. 

U. S. Steel Drums are rust-inhib- 
ited .. . by a tightly adherent phos- 
phate coating. This means that at- 


U.S Steel 


at all afte 
year. 


tack by rust and corrosion is in- 
hibited at all potential danger spots. 

The long-lasting finish on U. S. 
Steel Drums makes an especially de- 
sirable surface to decorate with your 
advertising message using a wide 
variety of bright, contrasting colors. 


United States Steel Products fab- 
ricates Stainless, Galvanized, 
Tinned, Painted and Decorated 
drums and pails. Furnished in ca- 
pacities from 2'4 to 110 gallons, 
with a variety of fittings and open- 
ings to fit your particular require- 
ments. 


WRITE FOR FREE BROCHURE. For 
further information on this quality 
drum write us at New York for this 
full-color brochure “U-S-‘S Drums — 
100% Scale-free and Rust-inhibited.”’ 


"It's Better ts Ship in Steel” 


UNITED STATES STEEL PRODUCTS 


DIVISION 


UNITED STATES STEEL CORPORATION 


los Angeles and Alameda, Calif. 
i. 
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Philadelphia Residuals in Off-Season Drop 


By Halsey Peckworth, Jr., NPN Staff Writer 


An off-season decline in omg 6s heavy fuel 
prices drew top interest spot in the nation’s oil 
markets in early 1954. 


But winter weather made itself felt in distillate 
and gasoline markets. At the Gulf, prices for 
heating oils in o lots were up oh 25¢ gal., 
while most grades of gasoline were quoted 0.125¢ 
to 0.25¢ lower. 


In Western Penna., base lubricating oils were 
off as much as 3¢ gal. in the wake of the turn-of- 
hs drop in prices for Penna.-grade crude 
oils. 


Atlantic Refining Co. announced reductions ranging 
from 5¢ to 10¢ bbl. in its prices for Nos. 4, 5, and 6 fuel 
oils in the Philadelphia market, effective Jan 7. The com- 
pany at the same time reduced the differential between its 
prices for ordinary No. 6 fuel and material with maxi- 
mum 1% sulfur from 15¢ to 10¢ per bbl. 

Atlantic said its reductions in heavy fuel prices were 
“to meet low competition.” The company’s new Phila- 
delphia prices for tank car lots, per bbl., are: No. 4 fuel, 
$3.18; No. 5, $2.94; and No. 6, no sulfur guarantee, 
$2.18. 

Three major marketers and several Independents im- 
mediately met Atlantic’s reductions, but marketers with 
the biggest stake in the imports question were slower to 
act. 

In general, Philadelphia sources pointed out that there 
are several refineries in the immediate area that produce 
more bunker oil than local demand absorbs. Further, 
two New York Independents recently have entered the 
Philadelphia heavy oil market. Then, too, a major mar- 
keter who will shortly get about 200,000 bbls. per month 
of heavy fuel from a processing arrangement of Kuwait 
crude oil was said to be searching actively for new resid- 
ual customers. The area also is an important distribution 
center for bituminous coal. 

Declines in Philadelphia heavy fuel prices could have 
widespread repercussions, trade sources said. The fall of 
10¢ bbl. in No. 6 prices for truck transport lots already 
has extended the marketing range of Philadelphia sellers 
from Trenton to New Brunswick, N. J., in the direction 
of New York. Should New York harbor prices slide, the 
pressure for a similar drop in Gulf Coast cargo prices, and 
in ships’ bunkering prices generally, would be especially 
strong. 

Cold weather helped refiners and marketers find outlets 
for their up-to-now topheavy inventories of distillate fuel 
oils, and prices were firmer at the Gulf Coast, in Boston, in 
Detroit, and at New York harbor. 

At the Gulf, prices for cargo lots of kerosine and No. 

2 fuel were up 0.125¢ gal.—to 9¢ on the low of refiners’ 
quotations for kerosine, and 8.25¢ for No. 2 fuel. 

At Boston, prices for kerosine and No. 2 fuel were up 
0.25¢ when the last seller quoting 10.65¢ for kerosine and 
9.65¢ for No. 2 fuel in tank car lots advanced to 10.9¢ 
and 9.9¢ for the two products, respectively. 

In Detroit, advances ranging from 0.4¢ to 0.6¢ gal. in 
prices for heating oils were reported. 
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At New York harbor, Esso Standard and several other 
suppliers withdrew their “voluntary allowance” of 0.25¢ 
on spot No. 2 fuel in barge lots. Their harbor barge price 
for No. 2 fuel returned to 9.4¢, with no discounts. 

Cold weather, by moving out stocks of heating oils, also 
provided some extra storage tanks for refiners and mar- 
keters holding unwieldy inventories of gasoline. But gaso- 
line prices continued extremely weak, and some of the 
tightening in distillate markets undoubtedly resulted from 
reduced crude oil runs by refiners who had to curtail 
operations because of big gasoline inventories. 


At the Gulf, prices for 87 oct. regular-grade gasoline, 
and premium gasolines, were reported 0.25¢ lower for spot 
cargo loadings. Regular-grade, 87 oct., was offered at 
10.75¢, and this price was said to be “very weak.” There 
were unconfirmed reports that this same material had 
moved as low as 10¢ on one 50,000-bbl. “distress” quantity. 


Easiness in pipe line and truck transport prices for 
gasoline was indicated generally throughout the Midwest 
and along the Atlantic seaboard. At Providence, a price 
war featuring voluntary allowances of 1.5¢ per gal. off 
posted tank wagon prices went into its seventh month with 
no sign of let-up. 

Lubricating oil prices were as weak, or weaker, than 
gasoline prices. 

In Western Penna., virtually all base lubricating oils 
were Offered at prices 2¢ to 3¢ lower. Bright stock was 
available at 17¢, 200 vis. neutral at 20¢, and 150 vis. 
neutral at 16¢. 


In the Mid-Continent, conventional bright stock was 
quoted 0.5¢ lower by several refiners. For 150-160 vis., 
0-10 p.t., prices ranged upward from 19¢, Tulsa basis. 

There were no changes in crude oil markets despite the 
continued predominance of declines in product prices. 
Some reports were appearing of “discounts” ranging up to 
30¢ per bbl. for crudes of Rocky Mountain origin, but 
these were occasioned mainly by the need to find outlets 
for undesirable crudes without pipe line connections. 
There were no such reports of “discounts” on crudes of 
Mid-Continent, Texas, or Gulf Coast origin. 


Atlantic Coast 


Heavy Oils Slip at Philadelphia 


Prices for residual oils declined at Philadelphia the 
past week in amounts ranging from 5¢ to 15¢ per bbl. 
The other principal market development was at New 
York harbor, where most suppliers offered 0.25¢ gal. dis- 
count on No. 2 fuel barge sales. 

Following move by Atlantic Refining Co., four major 
marketers in the Philadelphia area reduced their No. 6 
fuel prices 10¢ per bbl. to $2.18 tank cars, $2.15 barges 
and ships’ bunkers. No. 6 fuel, 1% sulfur, was cut 15¢ 
per bbl., to $2.28 tank cars. 

Related heavy fuel oils to No. 6 also were cut S¢ at 
Philadelphia—to $3.18 for No. 4 fuel, and $2.94 for 
No. 5. Not all suppliers met the lower prices, however, 
and three major marketers said at the close of the week 
that they still were “studying” the situation. 

At New York harbor, active sales of No. 2 fuel in 
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barge lots were reported at prices netting 9.15¢. This was 
the “discount” net price quoted by Esso Standard and the 
majority Of other sellers at New York, and represented 
0.125¢ higher at 9¢ for kerosine and 8.25¢ for No. 2 fuel. 
major, on the other hand, made outright reduction in his 
posted price of 0.25¢, from 9.4¢ to 9.25¢ for spot No. 2 
in barge lots. 

No changes in gasoline prices were reported. In view 
of the continued decline in price for gasoline in the Gulf 
Coast cargo trade, some major marketers said that cuts 
in eastern tank car and tank wagon markets “would not 
surprise them greatly.” 


Western Penna. 


Lube Oil Prices Drop 1¢ to 3¢ 


All Penna. base lubricating oils were offered lower in 
Western Penna. the past week with three refiners reporting 
2¢ to 3¢ reductions on neutrals, and two refiners cutting 
0.5¢ to 1¢ from prices for cylinder and bright stocks. 
Distillates also slipped 0.25¢ in Oil City district. 


Status of other products generally was unchanged with . 


wax continuing firm, gasoline quiet and prices steady. 

Reduction of 3¢ on 150 vis. neutral, to 16¢ for 25 
p.t., was sharpest since mid-September price decline began. 
Bright stock was down 1¢ to 17¢, and cylinder stocks 
were off 0.5¢ to 1¢ a gal. . 

Continued lack of both export and domestic demand 
has caused inventories of bright stock and neutral oils 
to pile up, refiners said. 

In Oil City district, one refiner reduced his distillate fuel 
quotations 0.25¢, to 10.75¢ for No. 1, 10.5¢ for Nos. 2, 
3 and 36-40 gravity fuels. Some refiners said demand for 
fuel oils has not as yet been heavy in face of only spas- 
modic cold spells. 


Petrolatums remained firm with demand good, accord- 
ing to most reports. Some refiners reportedly were in 
market as buyers of white grades, it was said. 


Midwestern (Chicago-E. St. Louis Area) 


Trade Interest Centers on Residual 


Heavy fuel, the only firm item in the refined products 
list, was the center of trade interest in Midwest last week. 

Demand for light fuels was steady and some sources 
said shipments were up slightly, but there remained some 
easiness in these grades. Gasoline was in the doldrums with 
no buying interest reported as spot offerings at “0.375¢ off” 
delivered Great Lakes Pipe Line terminal prices were com- 
monly quoted to the trade. 


There was a pronounced difference of opinion among 
open market traders as to what constituted the “true” 
market for No. 6 fuel. One source disclosed a sale of 
No. 6 at $1.55 to a consumer, while other said there was 
growing pressure on resellers from refiners to move prod- 
uct left in refinery storage as a result of cancellation of 
January commitments. 

Reports on the status of distillates ran both ways. Some 
refiners said demand was steady, had even gained slightly. 
Others said product was readily available at sizeable dis- 
counts to tank car buyers and that quantity of material 
offered at prices equivalent to cost, delivered at Great 
Lakes Pipe Line terminals, had increased. Under “normal” 
winter weather, refiners ask from 0.25 to 0.5¢ “premiums” 
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for distillates at pipe line terminals. 

Gasoline was idle in open market. “Discounts” of 0.375¢ 
off delivered GLPL terminal prices still brought no buyers 
into market. Some said it would “require a discount of 
‘at least’ 0.625¢ off terminal prices” to take buyers away 
from regular supply sources. 


Chicago District 


‘Outsiders’ Eye Heavy Fuel Market 


Trade reports last week indicated that “outsiders” were 
beginning to look at the Chicago District's strong residual 
fuel market as an outlet for material that had been can- 
celled against their January commitments. 


On the other hand, several suppliers said the local dis- 
tillate market was “hard to peg” because of continued 
“shading” of prices. At the same time, some river terminal 
operators were pushing to fill their tanks before Army 
Engineers close Dresden Island locks for six weeks begin- 
ning Jan. 18. 

Residual fuel’s strength produced a number of develop- 
ments. Some river terminal operators raised their prices 
0.1 to 0.125¢. But, significantly, large suppliers, recount- 
ing loss of sales to “outsiders” early last year, did not budge 
even though market's tight position indicated to some 
traders that an increase of up to 0.25¢ would not be “out 
of line.” 


Another step in this direction was a broker’s offering 
of low-sulfur No. 6 fuel (from another refining district), 
delivered customer’s Chicago siding, at approximately 
7.15-7.2¢. 

Prices for high-sulfur grades of heavy fuel ranged from 
7.35 to 7.75¢ for No. 5, and 6.35 to 6.75¢ for No. 6, 
both up 0.125¢ on the highs. A ‘spot sale of high-sulfur 
No. 6 was disclosed at 6.4¢. 

Most trade sources said light fuels were steady. Never- 
theless, brokers reported sales of range oil and No. 2 fuel 
at 10.75¢ and 9.75¢; quotations of most suppliers ranged 
from 10.875 to 11.3¢ and 10 to 10.25¢. 

There was little activity in gasoline and product re- 
mained easy. Suppliers told of “shading” of 13.3¢, de- 
livered Chicago, for regular-grade gasoline to large con- 
sumers. Suppliers’ quotations for regular gasoline ranged 
from 12.5 to 13.35¢, FOB Chicago District. 


Mid-Continent 


Fuel Oil Demand Eases 


Burning oil and residual fuel demand slowed down in 
the Mid-Continent during first week of January, primarily 
because of milder weather in northern consuming areas. 
Gasoline, for most part, remained easy with numerous 
reports of price “shading,” and lubricating oil prices ranged 
0.5¢ to 1¢ gal. lower. Open market trading on all products 
was inactive. 

After experiencing heavy withdrawals during latter part 
of December, distillate demand started tapering off during 
first few days of January. Most refiners, however, said 
their inventories were in fair shape, adding that another 
long cold spell could make for a “tight” burning oil mar- 
ket. On the other hand, buyers reportedly were slow about 
making forward commitments. 

For the first time in several weeks, the No. 6 fuel market 
was relatively quiet. One Oklahoma reseller said he could 
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OIL MARKETS 





Summary of Daily Gasoline Prices (Jan. 5 through Jan. 11) 


























Monday Frida he Wednesday Tuesday 
Motor Gesoline 93 Oct. (Premium): Jan. ll Jan. Jan Jan. 6 Jan. 
N. Tex. (Texas & New Mex. shpt.). 18.75-14 .25 ane. ae-46. 25 apis. Toa 25 apis. ome 25 (2)13 . 75-14 .25 
W. Tex. (Texas & New Mex. shpt.)........... 13.5 , 
E. Tex. Debi ctwseedsruets Fhate 13 .5-13 .75 is. bs. 15 is: $48. 75 is. $18. 15 18 .6-13 .75 
Motor Oct. (Premium) 
Okla., Group 3 (Okla. shpt.). Dee ian iar hae 12.875(6) 12.375(6) 12.875 (6) 12 .875(6) 
Okia., 8 pt.). . (6)12. 125-13 .125 (6)12 125-13 .125 st T3518, 125 (ig tas 125-13 .1 i 125 
idwestern (G EES (3)12. 125-12 .876 (3)12 . 125-12 875 12 wets 875 12. are )12 . 125-12 .875 
N. Tex. (Texas & Rew Mex. shpt.)........... 12.75-13(2) 12 .75-13(2) a et ) 12 .75-13(2) 
w. ‘Tex. (Teams & New Mex. shpt.)........... (2)13-18 .75 (2)13-18 .75 $18.76 ysis. 15 )18 .-18.75 
E. Tex. | EE 13-1 13-13 .25 3. 13-13. 18-13 .25 
Cent. W. Tex. (Truck Tnsp.)............... 13 18 18 
Motor Gasoline 88 ): 
0) ee SOU ie ED eg OO  eeee epee 
br & New Mex. shpt.) ae Se a a ee | ge ee a 
E. Tex. Ge vegededi thes oe 13 13 18 13 13 
Motor Gasoline 84 Oct. (Regular): 
Okla., Group 3 (Okla. shpt.). ea F 11.875(7) 11.875(7) 11.875(7) 11.375(7) 11.875(7) 
Okla., Group pt.).. . (7)11.125-11.875(8) (7)11.125-11.875(8) (7)11.125-11.875(8) (7)11. et 375(3) jl. 125-11 .875(3 
Midwestern (G SE diciind dda ventana ns (6)11 125-11 .875 ent. 125-11 .875 ae ~— (6)11.125-11 Pt 6)11 . 125-11 .875(7 
N. Tex. (Texas & Kew ae eee (2)11.75-12.7 1.75-12.7 )11.75-12.7 (2)11.75-12 .7 (2)11 .75-12 .7 
W. Tex. (Texas & New Mex. shpt.).. F 11.75-12.25 an 75-12 .25 11.75-12 .25 11.75-12 .25 11.75-12 .25 
E. Tex. _  » a aaa 11.75-12 .25 11.75-12 .25 (2)11.75-12 .25 (2)11 . 75-12 .25 (2)11 . 75-12 .25 
Motor Gasoline 82 Oct. 
N. Tex. (Texas & New Mex. hy 11. 7s. 75 11.75-12.75 11.75-12.75 11.75-12 .75 11.75-12.75 
E. Tex. tied sha ailon- ats no és. 11.7 11.75-12 11.75-12 11.75-12 1175-12 
Cent. W. Tex. (Truck Tnsp.)........ 11. ae 11.75 11.75 11.75 11.75 
Motor Gasoline 60 Oct. M & below: 
Okla., Group 8 (Okla. shpt.)........... 10 .875-10 .875 10 .875-10 .875 10 .875-10 .875 10 .875-10 .875 10 .375-10 .875 
Oklia., G: orthern shpt.).. 10 .875-10 .625(3) 10 .375—10 .625(3) 10 .375-10 .625 (3) 10 .875-10 .625(8) 10 .875-10 .625(3) 
idwestern ( eanp, 5 baste) ESS Ser BT 10 .875-10 .625 10.375-10. 10 .375-10 625 10 875-10 .625 
N. Tex. (Texas & New Mex. shpt.)........... (2)10 .75-11.8 (2)10 .75-11.8 (2)10 .75-11.8 (2)10.75-11.8 (2)10 75-11 .8 
W. Tex. (Texas & New Mex. ahpt owe a. d 11.25-11.5 11.25-11.5 11. 25-11.5 1.25-11.5 
E. Tex. Tnsp.). . . (2)L1-11.125 (2)11-11 .125 (2)11-11.125 (2)11-11 .125 (2)11-11 .125 
Cent. W. Tex. (Truck Tnsp.)......---. ll 11 1 11 1 
Motor Gasoline 92 Oct. (Premium): 
ES os nea canuinaec eos 15 .2-16.5 15 .2-16.5 15 .2-16.6 15 .2-16.5 15 .2-16.5 
New York harbor, barges............. 16.1-16. H 15 .1-15.6 15 .1-15.6 15 .1-15 .6 15 .1-15.6 
SN se aaa kl Seibk ne keeeh).o« « 15 .8-16 .8 15 .8-16.8 15 .8-16.8 15 .8-16.8 15 .8-16.8 
eri oO. nah ini dieses 0 14.55-16.3 14.55-16.3 14.55-16 .3 14.55-16.3 14.55-16.3 
Baltimore, barges.................. 5.3 5.3 15.3 15.3 15.3 
Motor Gasoline 86 Oct. (Regular): 
New York harbor................. 13 .65-14.5 13 .65-14.5 13 .65-14.5 13 .65-14.5 13 .65-14.5 
New i= sesber, barges 12.5 ‘ 2.5 12.5 12.5 
NS 5.50 k ph. c pieced cheeses 14.1-14.8 14.1-14.8 14.1-14.8 14.1-14.8 14.1-14.8 
Philadelphia; Dis antkoueeeves se 14-14.2 14-14.2 14-14.2 14-14.2 14-14.2 
8 i Si .. (2)12.9-14.3 (2)12 .9-14.3 (2)12.9-14.3 (2)12.9-14.3 (2)12 .9-14.3 
Baltimore, barges.................. A 12.8 12.8 12.8 12.8 1 
Motor Gasoline: 
Western Penna., Bradford-Warren: 
92 0. . (Prem.). eke swasvidecsieds 15 .15-16 .65 15 .15-16 .65 15 . 15-16 .65 15 .15-16 .65 15 .15-16 .65 
86 Oct. i cctctcaliieewka és 14.15(2) 14.15(2) 14.16(2) 14.15(2) 14.15(2) 
Western Foune~ Oil City: 
4 a SPS err ore 14.75-15 .6 14.75-15 .5 14.75-15 .5 14.75-15 .5 14.75-15 .5 
86 Oct. tne Mehta. Gainey © 18. 75-14 .15 13 .75-14 .15 13 .75-14.15 13 .75-14.15 13 .75-14.15 
Western Penna., Pittsburgh: 
92 Oct. (Prem.). ae eeted ede ot 6 15.5 15.5 15.5 15.5 
ae GE, SIs tient anscinsincwiles dnnsees 13.95 13.95 13.95 13.95 13.95 





get no takers on material he was offering out “at the low” 
($1.50, Group 3) and he, plus another resale agent, said 
low and high sulfur No. 6 was available to resellers at 
$1.45, Group 3. 

In North Texas, there were reports of considerable price 
“shading” on various grades of gasoline, and Oklahoma 
marketers were buying regular-grade material at 9¢, 
Group 3, for resale. One report indicated material testing 
as high as 95 oct. Research was “hard to move at any 
price over 13.25¢,” in North Texas, whereas refiners 
quoted prices upward from 13.75¢ for 93 oct. Research. 

Conventional bright stock prices ranged 0.5¢ lower, and 
solvent bright stock 1¢ lower, following changes reported 
by several refiners during week. One refiner also lowered 
his South Texas lubricating oil quotations 1.25¢ to 1.75¢, 
but only to levels already quoted by other refiners. Ac- 
cording to most reports, lubricating oil market remained 
“very soft.” 


Central Michigan 


Residual Fuels Gain Strength 


Despite the fact that Central Michigan refiners found 
low prices for heavy fuels still cropping up in their market- 
ing areas, they generally said these grades were gaining 
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strength. Distillate shipments were steady, but most sup- 
pliers said gallonage trailed behind their season estimates. 

Gasoline presented somewhat of a mixed picture. In 
larger consuming areas demand was said to be good because 
of the open winter. In smaller towns and communities, 
however, an easing pace in industry and some laying off 
of help has cut into sales. 

An inter-refinery purchase of 2,500 bbls. of No. 6 fuel 
at 7¢ and 7.25¢ gal., FOB Central Michigan, pointed up 
the strength in heavy fuels. Sources said there was tend- 
ency, too, of terminating low-price contracts made last 
summer once these agreements expire. There are some, 
however, in force for balance of heating season. 

Refiners’ quotations for No. 6 to the trade were un- 
changed at 7 to 7.75¢. 


Gulf Coast 


Gasoline Prices Down, Distillates Up 


Gasoline prices at the Gulf generally were lower by 
0.125¢ to 0.25¢ the past week, and heating oils were quoted 
$.125¢ higher at 9¢ for kerosine and 8.25¢ for No. 2 fuel. 

Surplus gasoline continued to pile up, by as much as 
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NPN Gasoline Index 


cents per gal. 
Dealer T.W. Tank Car 
,* oe : 16.26 12.46 
Month Ago .. : 16.34 12.70 
Year Ago ....... ee i 15.23 11.63 


Dealer index is an average of dealer tank wagon prices 
ex tax in 50 cities. 


Jc markets for regular grade. gasoline, FOB Tefineries or 


bor: Philadelphia: Jacksonville, Boston. and Gulf Coest. 











70,000 bbls. per day, according to some estimates, and 
prices weakened. 

Regular-grade, 87 oct., quotations were reported lower 
by 0.25¢, at 10.75¢; and 83 oct. also was off 0.125¢ and 
offered freely at 10.5¢. 

Premium gasolines also were lower—down 0.25¢ for 
all grades. Premium, 95 oct.,. was quoted at 13¢ on the 
low side of refiners’ price ranges; 93 oct. at 12.25¢; and 
90 oct. at 11.75¢. 

Heating oil prices showed strength following a combi- 
nation of: cold weather up North; reduced crude runs at 
several major refineries; and increased government liftings 
of jet fuel. 

Sales of two cargoes of No. 2 fuel at 8.25¢, one by an 
Independent and the other by a major, were disclosed, and 
the refiners previously quoting 8.125¢ said they were ask- 
ing 8.25¢ for further business. 

Cold weather and strong demand for heating oils comes 
as a boon to many refiners. With their topheavy stocks of 
gasoline, it has been a question to some of them of either 
maximizing distillate production, or cutting refinery runs. 
One refinery virtually is stopped for the time being because 
of unwieldy inventories of gasoline. While it was not con- 
firmed, reports were widespread that another refiner—an 
Independent—had “dumped” a part cargo of regular-grade 
at a “distress” price of 10¢ per gal. 


Propane and ‘Mix’ Demand Active 


Rush orders for propane and butane-propane mix ap- 
peared in the Mid-Continent the past week and producer 
sources said “it begins to look more like and real winter 
market now.” 

But sales were not yet up to expectations of a number 
of producers and, unlike other winter seasons, spot quan- 
tities of material could be located readily. Butane was 
described by some as still a “drug on the market.” 

With inquiry for propane more active, some producers 
said they “aim” to have their underground storage empty 
by Spring. But, they added, withdrawals to date have not 
been promising in this direction and colder weather still is 
needed to pull inventories down. 

Active sales of propane and butane-propane mix at 
4¢ gal., prevalent contract price, FOB Group 3, were re- 
ported the past week. On the other hand, spot butane was 
freely offered at 3.25¢, Group 3. 

With sales of propane up considerably, supply of tank 
cars reportedly has tightened somewhat. Here again, 
however, stringency in rail transportation to date has 
been “nothing like in previous years,” trade sources 
commented. 
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Crude-Products Price Spreads Decline 


-Washington—Spreads between crude oil and refined 
products price averages reported by Independent Petro- 
leum Assn. of America for December narrowed by 3 to 
4¢ bbl. as compared with November, report of association 
shows. 

Including California, December crude-products price 
spread was $1.04, down 3¢ from November's $1.07, and 
lowest since prior to advance in crude prices last June, 
but still 4¢ bbl. above $1.00 spread reported by IPAA for 
December 1952. In products, sharpest decline was in gaso- 
line, down 0.19¢ gal. Kerosine and light fuel averages 
each were off 0.09¢ gal. while heavy fuel average increased 
same amount. Average of four principal products was 
down 3¢ bbli., to $3.87, with crude average unchanged 
at $2.83 bbl. 

With California excluded, crude-products spread dipped 
4¢, from $0.94 in November to $0.90 in December. De- 
cember 1952 spread was $0.88 bbl. From November to 
December, products price averages declined 0.23¢ gal. for 
gasoline, 0.11¢ for kerosine, and 0.1¢ for light fuel, with 
heavy fuel up 0.11¢. Four-products average was down 4¢ 
gal., to $3.78 in December, with crude average unchanged 
at $2.88. 

IPAA’s averages for December and November 1953, 
and December 1952, compare as follows: 


Table I—California Included 


Refined products in 9 Dec. Nov. Dec. 
Refinery Markets: 1953. 1953 1952 
Motor Gasoline (¢ gal.) 12.17 12.36 11.34 
Kerosine (¢ gal.) 10.30 10.39 9.94 
Light fuel (¢ gal.) . 8.95 9.04 8.53 
Heavy fuel (¢ gal.) 4.21 4.12 3.44 
Average above 4 products: 
Cents per gal. 9.21 9.29 8.48 
Dollars per bbl. 3.87 3.90 3.56 
Crude Pet. in 8 areas ($ bbl.) 2.83 2.83 2.56 
Table Il—California Excluded 
Refined products in 8 Dec. Nov. Dec. 
Refinery Markets: 1953 1953 1952 
Motor Gasoline (¢ gal.) 11.95 12.18 11.30 
Kerosine (¢ gal.) 9.42 9.53 9.43 
Light fuel (¢ gal.) 8.57 8.67 8.41 
Heavy fuel (¢ gal.) .. 4.19 4.08 3.26 
Average above 4 products: 
Cents per gal. 8.99 9.09 8.36 
Dollars per bbl. ...... 3.78 3.82 3.51 
Crude Pet. in 7 areas ($ bbl.) 2.88 2.88 2.63 





Prices shown above are weighted averages based on low 
quotations as published in National Petroleum News, and 
prepared by IPAA to reflect trend in oil prices and should 
not be interpreted as showing actual sales realization for 
producers or refiners. 





Crude Oil Prices 


No changes reported in crude oil prices in 
week ended Jan. 9. For complete crude price 
schedule, see Dec. 30 NPN, P. 40-41. 
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in effect January 11 at Refineries and Terminals 


Gasoline CALIFORNIA 

Los Angeles Dist.: 
OKLA., Group 3 (Okla. shpt.) 90 Oct. Prem... .. (2)14.1-18.1 
90 Oct. Prem............. 12.375(6) 00 Oat. Mag..... alana? sh me bite 
84 Oct. R songs 11.375(7) : 


Og... 7 
60 Oct. M & below 


gtas 10 .375-10 .875 


San Francisco Dist.: 


Okla.. Group 3 (Northern shpt.) $0 Oct. Remnn lis asded 
06 Oot. Prem... .. cocieces (6)12. 125-13 .125 
|.” ero at (7)11 . 125-11 .375(3) 
60 Oct. M & below........ 10 375-10 .625(3) San Joaquin Valley Dist.: 
ak 17. 85-18 .6 
Midwestern (Group 3 basis) SO eee 15 .85-16.1 
4 ae Pee (3)12 . 125-12 .875 
84 Oct. Reg............... (6)11.125-11.875 
60 Oct. M & below... 10 .3875-10 .625 
N. TEX. (Texas & New Mex. shpt.) 
98 Oct. Prem.. . (2)13.75-14 25 Kerosine, Gas & Fuel Oils 
90 Oct. Prem. 12 .75-13(2) 
= oe —- oeeks 
ict. Sree (2)11.75-12.7 OKLA., Group 3 (Okla. shpt.) 
82 Oct. Reg..... . 11.75-12.75 eS eae 8. 875-9 .25 
60 Oct. M & below (2)10.75-11.8 ey rene 8875-95 
pe OP ieee 
W. TEX. Chenae New Mes, shot.) TX hecho 5 
93 Oct. Prem. 13.5 SR ania ska. nm outnta ofa 8-9 
90 Oct. Prem (2)13-13 .75 tS AS ae 8(2) 
88 Oct. Prem 4 is eS ee eee (3)$1 .50-2 .00 
84 Oct. Reg.. 11.75-12 .25 
60 Oct. M & below... 11.25-11.5 


OKLA., Group 3 (Northern shpt.) 


E. TEX. (Truck transport lots) + > (8 816-8. 
93 Oct. Prem 13 5-13.75  - 625-9 
90 Oct. Prem. 13-13 .25 58 es above D.I. Diesel... . as. 625-9 .875 
88 Oct. Prem 13 a Be ae ae 410 iad we A 38 .625-8 .875(2) 
84 Oct. Reg...... 11.75-12 .25 ER ae e ~8 .25 
82 Oct. Reg..... F 11.75-12 ss 6 Cndind iccked ee (2)7 .75-8 
60 Oct. M & below. (2)11-11 .125 RARE a Sea (4)$1 .50-1 .60 
CENT. W. TEX. (Truck transport lots) MIDWESTERN (Group 3 basis) 
90 Oct. Prem.. 13 o-¢ =e ee '3)8 .875-9. 
82 Oct. 11.75 ~ = ARE op. WS iss 1529. 35 
60 Oct. M & below. 11 $8 ry have D.1. Diesel . (2)8. S268. 875(2) 
a : _ Saeads has tae (598. 3 4 
ae dole ma ieee 5 . 
ARK. (For shipment to Ark. & La.) No. gs fC SS aia 2 $1 .50(3) 
90 Oct. Prem...... 12.75 
84 Oct. 11.75 
80 Oct. Reg.. 11.6 N. TEX. (Texas & New Mex. shpt.) 
60 Oct. M & below 10.875 41-43 ~ - becie 4s Seb ambee 6s .- * 10 
a 
KANSAS (For Kansas destinations only) 58 & shove D.I. Diesel . e39-9 75(2) 
90 Oct. Prem 12 .25-12.625 NL SOE (2)$1 .50-1.75 
88 Oct. Prem.. . 12 .25-13 .376 
84 Oct. Reg... 5- 11.125-11.75 
82 Oct. ys eee * 11. 125-12 .875 W. TEX. (Texas & New Mex. shpt.) 
60 Oct. M & below 10 38-11 625 SE eee ae 9.25 
agp ef bbtisie eat ewe wae cao a 
4, Boerner 25-10. 
WESTERN PENNA. a” eee (2)9 .25-9 .5 
Bradford-Warren: Be ee) eee $1 .65-1.90 
92 Oct. Prem....... 15. 15-16 .65 
86 Oct. Reg 14.15(2) E. TEX. (Truck transport lots) 
e3 » —~ SE a 9.5-9.75(2) 
Oil City: 4 ee (2)9 .5-9.6 
92 Oct. Prem 14.75-15.5 +4 ry above D.1. Diesel... . 8.75-9.75 
® ra re 
Oe. 18 .%6-14.18 No. 6 fuel............ (8)$i |60-i 602) 
Pittsburgh: 
92 Oct. Prem.... 15.5 CENT. W. TEX. (Truck transport lots) 
86 Oct. Reg... 13.95 BB— GB WI... cece geese 9.5 
a & above D D.1. Diesel . 9.25 
Fido—Ductations of S.O. Ohio for delivery to No. =3 a Pere aR « « ¢ si: és 
aes: ee Se ee ee ore eeeee ss 
86 Oct. Reg.. 14.3 
KANSAS (For Kansas destinations only) 
CENTRAL MICHIGAN CO ae 9.125-10 25 
(FOB Central Michigan refineries ) B8 &above Di. Diesel... 8. 876-9.878 
90 Oct. Prem......... . (2)14.5-14.75(2) NE ee ae -10 
86 Oct. Prem... 14.5 Oo" ) ape ere 8-9 625 
84 Oct. Reg.... . (2)13.5-13 .75(2) No. 5 fuel... ... ‘ et $2 .00-2 .25 
82 Oct. Reg... 18.25 No. 6 fuel... a $1.55-1.75 


Prices herewith are reproduced from Platt’s OJLGRAM Daily on 

ice Service, associate 

resentatives in all NPN-OILGRAM offices devote their time exclusive ely 
oil industry prices everywhere. 

Prices wn in tables are sal 

or posted prices by refiners, by pipeline terminal operators, and 


to reporti 


tanker ane —perenaess for current sales and shipments; for the bu ratings, ex - hay» 
ness ; except Tank Wagea prices, prices are for by ASTM 

bulk lots oud —y¥. - car, truck oor barge; prices applying to 

barges or nn or truck transport lots only, so designated; FOB re- ervice invoice. 


fineries or terminals; in cents per gal., except 
and 4. 


shown; wax 
for crude oil an 
ported as received by 
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its prod transported ; 
dIL ToRaM roe Nafional Pe i aed News but ont 
guaranteed; for Aa private use only and not for resale or 


ted with National Petroleum News, whose r and at times all 


les prices or quotations or general offers 


in = 
publishing on. 
OILGRAM Price 
Subscription rate 


posting of firm prices 
would quote to the trade in general and tee 
regular customers only, and a as prices appear 7: . Ge price tables. 
y 


Gasoline ratings are 


ARK. (For shipment to Ark. & La.) 


oe 
2 
ao 


58 & above D.I. Diesel... 


EBfnwcete 
sans & 





SS ee 

SNE ds vlexdodw ne 

OS ape 

ON, 6.0 sca 6 5% 

No. 6 fuel.......... 

WESTERN PENNA. 

Bradford-Warren: 

Us aod one ewes (3)11.25-11 56 
55 cetane Diesel.......... 11(2 
= eee (2)10. 75-11 .25 
it.” ee oy aa 1 75-11 .05 
36-40 gravity fuel...... 0 .5-10.85 
Oil City: 

Kerosine......... 115-11 .65 
50 cetane Diesel....... 10.75 
eS) * ae oe x10 .75-11.15 
Ss). Sea, eS x10 .5—11.05 
No. 3 fuel. . — x10.5 
36-40 gravity fuel. . «10.5 
Pittsburgh: 

Kerosine....... 11.4-11.65 
50 cetane Diesel 10.9 
No. 1 fuel ma 11.4 
SS ee eae (2)10 .4-11.1 
86-40 gravity fuel. . A 10.5-11 


CENTRAL MI€HIGAN 
(FOB Central Michigan refineries. ) 
12 .565-12 .8(2) 
. ’ (2)12 .8-13.1 
P. W. distillate... 12 .3-12.8 
4 btn Peis (2)11 5-11 .8(3) 
11.175-11.3 
(2)8 .25-10 
(2)7 .25-8 .25(2) 
(2)7-7 .75 








No. 6 fuel... 


y+ a rama of 8.0. Ohio for delivery to 
Ohio points 


arr 12.5 
6 Re reece 12.3 
OS [rae 11.3 
Diesel (Light & Med.). 12.3 
CALIFORNIA 

Son separ Valley Dist.: 

40-43 w.w........... 14.4-14.8 
Heavy tuel (PS 400).. $2 .05-2.15 
Light = (PS 300). $2 .35(2) 
Diesel fuel (PS 500). : 12.2-13.3 
Stove dist. (PS 100).. 13 .7-14.8 
San po ggg Dist.: 

40-48 w.w............ 14.3-14.8 
Heavy fuel (PS 400).. $2 .05-2.15 
Light fuel (PS 300). $2. 
Diesel fuel (PS 200). ; 12.2-13.3 
Stove dist. (PS 100). 13.7-14.8 
Los Angeles Dist.: 

BED Divas sca csecesces se 
Heavy fuel 400) $1 .80-2.10 
Light fuel (PS 300)..... $2 .25-2 .30(2) 
Diesel fuel (PS rot ee 10 .25-13 .2 
Stove dist. (PS 100 10.5-14.7 


Natural Gasoline 


(Group 3 & Breckenridge prices are to blenders 
on freight basis shown below. Shipments may 
pri arora in any Mid-Continent manufacturing 

distri 


FOB GROUP 3 


Grade 26-70...... 5.5 (Quotations) 


FOR BRECKENRIDGE 
5 (Quotations) 


distribution or publication. During period of short supply, some sellers 


withhol OFTeale tee to new ye ae - the 
rices otherwise 
or Th — one to their 


Research and are minimum 
er i ts used to indicate that octane rating : 


or Method. For further details of price conditions 
to any NPN- OILGRAM office or see back of any OILGRAM wey 


For complete price service delivered — fon a nearest O]LGRAM 


N Yore woe pticem Platt’s 
ays 25 and. st. Neo York "36. N. Y. Annual 
3150. ‘per year, payable in r1%, 
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Naphthas & Solvents 


vos Group 8) 
dard solvent........ 12 .375(8) 
BIG » wuio< © 12 .875(2) 
V.M.4&P. naphtha ......... 12.875(4) 
ineral idwess csdee BS 11.875(4) 
Rubber solvent............. 12 .875(38) 
Lacquer diluent .(2)18 125-13 .375 
Benzol diluent........... (2)14 125-14 #25 
WESTERN PENNA 
Oil City: 
Stoddard solven 16 
Pittsburgh: 
Stoddard solvent........... 16(3) 


Se as Be. Ohio f 
to a lor delivery 


V.M.&P. wr enel iiew as «0 18 0 
Mineral & stoddard 
MNES Visi assncesces 17.0 

Rubber solvent............. 15 87h 
E. TEXAS (Truck Trnspt. lots) 
Stoddard solvent............ 12 26 
CENT. W. TEX. (Truck Trnspt. lots) 
Stoddard solvent............ 11 6 
KANSAS (For Kans., Dest'n. only) 
Stoddard solvent. . 12.5 
ATLANTIC COAST 

V.M.&P. Mineral 

Naphtha Spirits 
New York Harbor. 18(4) 17(6) 
Philadelphia...... 17.5(4) 16 .5(5) 
Baltimore........ wate 16 .5(3) 
Ski 6s socvks 18.5 (4) 17.5(6) 
Providence....... os o% 17 .6(5) 
Petrolatums 


WESTERN PENNA. 
(Bbis., carloads; tank car, 1 to 1.5¢ less) 


Snow white................ 7.125-7 .75 
GD ie basa ot hce nena 6. 75-7 .875(2) 
BY WR c0n05-4608 Ghaenede 6 .625-7 .25 
TN cc ddttnns scwibihe ite 6 .125-6 .75(2) 
re eee 6 25-5 .75 
Light ambber.............05. 6 .25-6.5 
MUIINULEL Ve anced sonkcuconee 6-6.5 

Diath: ob Ate nadasduoace 4.75-65 .375 


Lubricating Oils 


WESTERN PENNA. 
Prices are for sales made, or offers reliably 
ported, to jobbers & compounders cals. a 


Ne ree rears eke alt, Vie. ot 1H B. 
Vis. (180 at 100°) 420-425 fi. ad 
10 p't.. 


ghaves x22.5 
15 ae <a x21.5 
25 p. x (3 )20-23 
150" Via (148 at 100°) 400-405 fi. 

10 «18.5 
15 7% x17.5 
25 p.t... «x x(3)16-20 


Bright Stocks 
145- = vis. at 210°, %40-550 fl. No. 8 col. 
7. 4 


Saks ccc ieee *x(2)17-19@2) 


Cylinder Stocks 


600 s.r. filter a bl. x(2)13-14 
650 s.r... x(2)15-16 
600 flash x(2)16-19 
ae x(2)19-20 


domestic shipment w: | 
at 210° Neutrals, vis. 


Pale Oils Col. 


60-85 vis. Bees. . 12.75 
86-110 vis. 18 

150 vis. ae ; 13.75 
180 vis. Menée06sens 14 

200 vis. Denonsyey's 14.25 
250 vis. ea ere 14.5 
280 vis. cnneins 4906 , 4.75 
$00 vis. Prvsstess : ~ 16.25 


Bright Stock—Conventiona! 


200 vis. D: 
10-25 p.p..... ~~ 22 
150-160 vis. D 
0-10 p.p.. 19-20 .5 
10-25 p.p 18 .56-20 5 
120 vis. iy 
Bes cise cs verctes 18 
Bright Stock—Solvent 
150-160 vis. 0-10 p.p., 
SS vi...... : (2)21-23(2)x 


Neutral Oils—Solvent (95 v.i.) 


170-180 vis... (2)16-16 .5(3)x 
200-210 vis..... (2)16 .25-16 .75(3)x 
300 vis... . 16 . 75-17 .75(3) 
Cylinder Stocks 

600 s.r., olive green... ..... 15.6 


GULF COAST—Solvent Refined Labes. 


From Mid-Continent grade crude. Prices FOB 
gd ye yy ty 


Bright stock—Vis. at 2,0° 
= vis., 0-10 pour test, 
Gp RE Ss Sow daines Bewse oe (2)19-22 .5 


Neutral Oile—Vis. at 100°; 95 v.i.; 0-10 p.t. 


100 vis....... 18 .75-14.5 
BED Wilwiae aed EG hes cccdubes 14.75-15 .5 
300 vis. : 15 .25-17 
errr. tt (2)17-18 .5 
SOUTH TEXAS LUBES 

(Vis. at 100° F. FOB S. Tex., refineries for do 
mestic and/or export shipment.) 

PALE OILS: 

Vis. Color 

100 lm-2m. = et oY 
200 2-3.... ... (8)12.6-18 .75(3) 
300 2-3.. ..» (8)18.6-14.75(3) 
500 2m-3m . (8)14.5-16 .75(3) 
750 3-4..... 3)15 .6-16 .75(3) 
1200 3-4 . (8)16 25-17. 75(2) 
2000 4 (3)17-18 . 75( 2) 
RED OILS: 

Vis. Color 

100 «5-6... .. (B)11-12..25(2) 
200 «5-6... alap i318. .5-13.75(8) 
300 5-6... . (8)18.5-14.75(3) 
500 5-6 . (3)14.6-15 .75(3) 
750 5-6 . (8)15 .5-16 .76(3) 
1200 5-6 (3)16 .25-17 .75(2) 
2000 5-6 (3)17-18 .75(2) 








=\VENTALARM 


>| 


SCULLY SIGNAL COMPANY 


S72 Groene, Sheet 
_Melrose 7 6, Mass. 





Canadian Licensee: EMPIRE BRASS MFG. CO, LTD, Toronto, Ontario 








New York 





Marketer of Petroleum Products 
NEW ENGLAND PETROLEUM CORPORATION 


Boston 














lar ‘business letterhead. No obli- 
gation on your part whatsoever! 


Mail your request today! Pliatt's 
OILGRAM Price Service, 330 
W. 42nd St., New York 36, N. Y. 


Get the OILGRAM Habit! 
Read OILGRAM Daily— 


MONDAY through FRIDAY 





COMPLETE DAILY oll PRICE SERVICE 
DIRECT from the Nation's Leading Oil Centers 


Timely, reliable market information when you need it most—delivered 
at your desk—by fastest mail—every morning! Buying, selling, trading 
facts! Accurate, daily price reporting of more than 600 different prices 
of petroleum products from the nation’s leading oil centers. Rapid-fire 
market fluctuations compiled, recorded, produced and released through 
private wire facilities—backed by more than 30 years of expert NEWS 
and PRICE service publishing experience. SPECIAL!! One week trial 
subscription with our compliments. Just send your request om your regu 





A McGRAW HILL PUBLICATION 








January 13, 1954 * NATIONAL PETROLEUM NEWS 


53 








PRICES in effect January 11 at Refineries and Terminals—Cont. 


LPG Prices 


(Or 
oare or tranepert t 
- mmerecial 
‘Propane 


8.75 
8.5(3) 


4-4.375 
7.6 


122-124 A.m.p. 
124-126 A.m.p. 


8 


FOB refineries, in cents per ga}. 
rucks) 


Industris! 
Propane 
8 75 
8.5(3) 


441875 
1.5 


Mexican Bunker Prices 


U. 8S. DOLLARS PER BBL. OF 159 LITERS 


Bunker C 
(Ships Bunkers) 
Mexican Guif 


$3.75 
3.75 


$5.65 
4.75 
4.75 


(In Ships’ 
Bunkers, or 
Deep Tank Lots) 
San Pedro, Calif. . 
Portland, Ore..... 
Seattle, Wash..... 


Bunker C 
Fuel 
(P.S. 400) 
$1.80(5) 
1.85(4) 
2.10(4) 
2.10(4) 


Fuel 
(P.S. 200) 
$4 .20(5) 

4.41(4) 

4.62(4) 

4.62(4) 


54 


Atlantic & Gulf Coasts 


bunkers prices are exclusive of 


Prices are of refiners, FOB their refineries & tanker terminals and of tanker terminal_operators.] FOB thelr 
terminals. Ships’ lighterage. 


92 Oct. 
Prem. 
Gasoline 


15 .2-16.5 


86 Met. 
13 .65-14.5 
12.5 


14.8(6) 
(2)12.9-14.3 
12.8 


83 Oct. 


Gauibe Ne T Poel (*) 


i2:7 


No. 2 Fuel (*) 





(2) 


ii.8 
18.7 
115-12 5 om 





18 25-14 .25 
ans. Pak 5 


if. ie 
(2)14.6-15.4 


(2)12 .25-12.3 
(2)12-12 3 
13.4(7) 





16 .3-16.9 
14.4 


14.3 
13 .8-15 .6 
14.7 





(2)14.9-15.7 
16 .6-17.3 
16 .6-17.2 


14.7(5) 





14.4-15.7 
14.2-15.6 


18 .4-15 .85(2) 


Gas Mouse 
Gas Oils 


(*) No. 4 Fuel 


(2)13 1-13. “$83 
12.9-13 .3(5 


12 .4-18 .85 


Diesel Oil (*) 
Plants 


4s OE 


10.7(4) 


11.718 
11(7) 


157) 
10 .55(5 


10.2(7) 


Diesel 
ioe Dieeel Heavy Diesel 


Shore Ships’ 
(50 cet., 55 d.i.) (45 cet., 45 d.i.) Ships’ Bunkers 


$4.18(4) 














2 946)x 1008) 


sie 10 |65(4) 
10.7(4) 


$.21(8) 10.8(4} 





6 Fuel 
No Sulfur 
Guarantee 


N. Y. Harbor. . (5)$2 .25-2.28(8) 
ny 


10 .65(5 
10.55(6 


10.8(2) 


2.80 


4.473(5) 
4.429-4 .431(4) 


4.30(3) 


No. 6 Fuel 
No Sulfur 
Guars 


$2 .25(15) 


No. 6 Fuel 


ntee Max. 1,% 
Sulfur 


(2)$2.85-2.48 
2.48 


$2.25(10) 
2.25(4) 





1 95(2) 





Ban 


ouroleo 
HOH) 
) 
a 
4 





Beis 


am 
~~ 


4 
& 





2.18(8)x 
2. ets) 
2.82(2) 
2.29(5) 


2.256) 


_ 
a 
— =~, 





2.23(5) 
2.15(4) 


(*)At Atlantic Coast 
co tats commend 


sols =: 
Cm 


2.41 


£0 0d] 0d 00 PO po] 09 D9 DO] NOD 
— 
a 
on 
=) 
te 
a 


es 
ae 


terminaia south of Maryland, and at Tampa, prices of some sal 


refineries and terminals 
consumers are 0.15¢ higher than prices shown 
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Gulf Coast—Cargoes, Domestic & Export, All Ports 


Cargo FOB ship at U. S. G etetereny of 99,000 Site. ond avo Uy seinen caly to cow 
Foe phrnn? —EPTE t.~. The figure in parentheses after each price indicates 
the number of companies quoting that price. 


Aviation Gasoline (MIL-F-5572) Kerosine & ph Fuels 

Grade 115/145 ; ain 

Grade 100/180.. Sigh b- 125-9.25-0.5-0 .625:8)-9.75(2) 
8 25-8 .5(8)-8 .625(3)-8. 75(3) 








43-47 Diesel Index 8 25-8 875-8. 75(8) 

13 .25(4)}-18 875-18 .625 48-52 Diesel Index........... 8 .25-8 6-8 .875(8) REPUBLIC OIL REFININGSCO. 

ee 85-18-1325 58-57 Diesel Index............ 8 375-8 .625-9(3) -_ it 
1 (2)-1 6-12.5 and Petroleum 
--10-76(2)-11. 25-1175 (6-122) 

10 5-10. 75- (2)-11 .875 Heavy Fuels )Cargoce Marketers Products 
79 Oct. No. 6 Fuel, 0-10 p.t..............00: $2.60-2.65 Offices: 
70-72 Oct. Leaded... .. .9.75-10-10 .6(2)-10.75 Bunker “C” Fuel... .$1.85(8)-$1 .90-$1 .95-$2.00 Main ° Refinery, 


Pittsburgh, Pa. Texas City, Texas 











gunn: East Crude Prices 
oS Eo tht a re 


Crude 
Arabian Esso Export 
Arabian M. E. Crude Sales 





i 


=p] 
> 


a 
g 
SoCoovvwvovovovoeg 


$ 
s 


ebaet 


= PODO DODD ee ee 


| 


Ras Tanura, Saudi Arabia 
Ras Tanura, Saudi Arabia 
Ras Tanura, Saudi Arabia 


Soe.-Vac. + a Supply 
& o-Irania: 
f Theplopation 
ye am om 
Esso E 


Shell Petroleum 
Soc.-Vac. Overseas Supply 


Foa, Iraq 

Mina-al-Ahmadi, Kuwait 

Mina-al-Ahmadi, Kuwait 
tar 


ho 


2 
SRSSUVSSSESES 


Esso Export 
M. E. Crude Sales 
Soc.-Vac. Overseas Supply 
Anglo-Iranian 

Ex 
Shell Petroleum 
Soc.-Vac. Overseas Supply 


ad 


s8888 


DEEP ROCK OIL CORPORATION 


KLA 


seeeel s 
$3 


: 





# 
z 





Venezuelan Crude Prices 


Pri of Creole Petroleum C cargo-lot deepwa 
ae eee : HARTOL 
erential per above those except for Lagunillas 
regardless 


at time vessel tenders for loading. F: wepebnaes uxode to Guide, pot ch purchases PETROLEUM CORPORATION 
with deductions being made io terminalin 


Purchases by Creole not subject to contracts with Venesuelan established INDEPENDENT MARKETERS 





by schedule shown below less le per bbl. Maine to South Carolina 


FIFTH AVENUE NEW YORK 20 wy 


Bachaquero 

Tia Juana Heavy 
Lagunillas Heavy 
Tia Juana Medium 
Tia Juana 102 L.P 
onde Juana Light 








EXPORT 

J 23, 1958 

Jan. 1, 1954 DRUMMING 
30 E. 40 St., N. ¥. C 


y= 10 nono 10 n9 69 6989 89 NORD HO 
SSRSSVRSSSLSRSS 








Aviation Gasoline Prices 


(Prices are for tank cars, barges or truck transport lots; aviation gasoline meet specifications MIL-F- 
therwise noted.) 





6572, unless o' 





This Is Your 
Market Place! 
Write tesey, for Advertising 





Buffalo 


17.4 5 <> way NATIONAL PETROLEUM NEWS 
15 4a) Ara a ee 

12.7 tan ii 85 

11.9513) aie x11,75-12.05x 10.85 330 West 42nd Street 


vebe x11.75-12x 6 
ii|45(4) : 10-10.7 New York 36, N. Y. 
7 8 


8. 85(2) 
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PRICES in effect January 11—Tank Wagon 


Prices for gasoline do not include taxes; 
inspection fees as chown in next column. 
separate 
taxes as 


indicated in footnotes. Kerosine tank 


not include taxes; kerosine — where levied are i 


count, if any, are 
offices, but subject to later correction. 
Atlantic Atlantic 
Refining (Reales Grade) “Nol” 
ore ) oO. 
"oon Dir. Fuel 
vw T.W. Taxes T.W. 


~ 
2 2 & ARCRIOABMBOwMSR CHR © AXE ADE: 


oo & © SeeeseeoeeseSeeSoS So © SO: SSeeeooSS 
— 
i) 


coc SF DB DB AHBAAMAAAAAAD AD «a & AVIAAIIIA8 


15 


co OS = © DRRAR ARORA ONO BDO DA AeoUDnonMDOS 


ca oh © DRRANerRwDeBRODS BD @ 


* % 
© 
© 
° 


x Effective Dec. 29; shown tneersently a Sun. 
NPN. 


» 


Mineral Spirits V.M.&P. 


Salt Lake, U.... 
Twin Falls, Tda. 

Albuquer., N. M 
Roswell..... ; 
Santa Fe........ 
Muskogee, Okla... 
— hess , 
Tulsa. . A 


% 
COSORO®AAONOOAANH 
2 00 20 t© 00 oo 09 ~2.00 00 a0 G0 co co.an.cece BF 
ArNonmNoSosSoooooooS 

MM OMMONMWOSOWDDMWOWMNORE. 


Taxes: 

Gasoline tax column includes 
taxes: Albuquerque & Roswell, 
Fe, lc; Cheyenne, 1c; Casper, ic. 


Discounts: 

Salt Lake City and Twin Falls gasoline and 
kerosine prices apply for deliveries of less than 
200 gals.; 200-399 gals., deduct 0.5c; 400 gals. 
and over, deduct Ic. 


these city 
0.5¢; Santa 


Notes: 
T. W. prices are to consumers and dealers. 
Premium-grade gasoline t.w. prices 2.3¢ above 
regular. 


56 


they do, however, include 
Gasoline taxes, shen in 
‘umn, include 2¢ federal and state taxes; also city and count Ala, 


in footnotes. These prices in effect Jan. 11, 
1954, as posted by principal marteting companies at their petcean’ 


2/25¢; Kans. 1/100c; 


on es also 
Ry Nev. 1/20; N. C. 


cated im en 


eaneyre® 


Standard of 





ARWAWBARWH-I 


WOMORR WAAR wr: 
& & W ~3 00 08 00 00 GO ~3 ~3 00 00 Go 
comoomamonsoos 


ped el dd dd 
oo 





resellers, 2.5% to consumers. 
Notes: 


am sae ym other deliveries of Chevron 
(Regular) and Chevron A 80/87, add = 
400-gals.-and-over price 1.0¢ for 40-199 
0.5¢ for ee gals., = for 


Marine trade in Alas’ 
—- 80/87) where 0.5¢ differential 

0-399 gal. delivery ; for less than 40 gals. 
saa” 5.0¢ gal. ; + es at Honolul 


than 40 gal. deliveries, 

gals.-and-over price, except at Honolulu, 
5.0c gal. for less than 40 gals. (Marine) = 
less than 100 gals. (Shoreside). Chev- 
ron Aviation 80/87 quantity Mi etivered Prices, 
oe for 91/98, 5.0¢ for 100/130 and 8.0¢ for 


Kerosine—T.T. prices, except at Salt Lake 
City. apply to deliveries of 400 gals. & over. 
For other deliveries: less than 40 gale. oy 
8c; 200-399 gals. add ic; i= gals., add 
tank car/trock trailer ; deduct ite. Salt Lake 
City posted tank truck price < - minimum 
40 gal. deliveries. 

Standard Diesel/Furnace Oi] & Standard 
Stove Oil—T.T. prices are for deliveries of 400 

. or more. For other “er” wt 40-199 
gals., add ic; 200-399 gals., 0.5c; less 
than 40 gals., add 6c. 


*Standard No. 2 Burner Oil. 


Humble 

Gasoline Gaso- Kerosine 
Regular line Tank Re- 
-W. Retail TaxesWagon tail 


20.1 6.0 18.38 17.5 
20.1 6.0 18.3 17.5 
20.0 6.0 13.38 17.5 
203 60 18.3 17.5 


Humble 
Oil 


Dallas, Tex... 
Ft. Worth. ... 
Houston 

San Antonio... 


Notes: 
T.W. prices are to all classes of dealers and 
consumers. 


Premium-grade gasoline t.w. prices 2¢ above 
regular. 


1/4¢; 


Inspection fees per gal., included in both gasoline and kerosine prices, 
unless — specified, are as 
on gas2li'.c; 
La. 1,32c¢; —. 

N. D. 1/20¢ 


follows: 
Ark. Fla. 1/8c; Ill. 
/200c; Mo. 1 “a 25c; 


; Okla. 2/25c; S 


3/100c; Ind. 
Neb. 2/100c; 
. € 1/8; S. D. 


1/40c; Tenn. 2/5c; and Wise. 3/100c 
Kerosine inspection fees only: Ala. 1/2c; Iowa 1/50c; Mich. 1/Sc. 


Esso 
Standard 


Atlantic City, N. J.. 
Newark 





el ell cell eel eal onal eal eal ell peel eel eel el eee eel oe 

AAAS AS AS ADH AAAAAARAARHARHAAAAAAS 

WAMWACO HAR BMENGCOHR NOTARIES OHROONBH 
ODO OOOOOO OO OOOO OO OO ~3-3~3-1W 9 ~IDW WON 
mocoooooocooooooooSoSoSCOoSoSCOCCSSOOSCSCSSOSO 


Gnuscucconrernocusnonaasen 


16.2 
’ Naphthas Tw. & Steel Bbls 
Min Spirits V.M.&P. 
19.5 
25 5 


wa 


, e082 
: &SE 


f 


3 
: Bes: 


Sern En aeknenin 


13 
Taxes: “iene kerosine priees do not in- 


clude Js state 
Notes No. 1—Atlantic City prices are 
for deliveries of 300 gals. or more; add le for 
100-299 gals. 2c for less than 1 

No. 6—Washington ‘pete is for min. delivery 
of 1,050 gals.; for min. delivery of 2,500 gals. 
price is $2.83 per bbl. 

Premium-grade gasoline t.w. prices 2.5¢ above 
regular. 


gal.; te 
S. gal., 





(Prices are per imperial 
arrive at price per U. 
subtract 1/6th.) 
(Esso Gasoline 
Regular Grade) 
Dealer Gasoline 
T.W. axes 


imperial 
Oil 


8 


St. John’s Nfid... 
Halifax, N. S.. 
St. John, N. B.. 


Montreal, Que.. 
Toronto, Ont 
Hamilton, Ont... . 


BENBRSS BE 
OSHA Hoe lor 


to 
a 


a! 
Calgary, Alta 
Edmonton, Alta... 
Vancouver, B. 
Taxes: Gasoline taxes are incial 

Notes: Secaticapapate on gasoline t.w. prices 2¢ 
above regular. 

x Effective Jan. 2, 1954 


ry 
ccooeeooooo 


i) 
Se 
woaHnram—--—H~ we 


guesesagens geek a 


8 
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EVER- TITE JE 


99 Coupler 
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E EVER-TITE No. 99 Coupler—an 
entirely new development in coupler 
operation—embodies such great adap- 
tability that it meets every requirement 
for tight-fill deliveries to underground 
storage tanks, and can be used with a 
manhole as small as 64%" in diameter. 


How It Works 


This new Ever-tite Coupler is used with 
the No. 97 Ever-tite Fill Cap, pictured at 
the left. After removing the fill cap from 
the adapter, the coupler is simply pushed 
on the adapter and the push-rod pressed 
down, which locks the coupler tightly 
to the fill. After delivery, by raising the 


ee 
f 


push rod the coupler is removed and the 
water-tight cap is replaced. 


Tight Connections Every Time 


You can depend on the new Ever-tite 
No. 99 Coupler to give typical Ever-tite 
service—which means tight, safe con- 
nections ... faster deliveries . . . and a 
substantial saving in operating and 
maintenance costs. 

No. 99 is made of high tensile alumi- 
num, with bronze push-rod and cams. It 
is extremely light yet has the rugged, 
sturdy construction that assures long, 
trouble-free service. The push-rod can 
also be used as a carrying handle. 


Write now for further information. 
*The EVER-TITE Trademark i isa hallmark of dependability in fittings 


for the petrol 





y—proved by 16 years of pre-eminence. 


EVER-TITE COUPLING CO. INC., 254 WEST 54th STREET. NEW YORK 19, N. Y. 
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PRICES in effect January 11—-Tank Wagon—Cont. 
Socony Vacuum 


Grade Grade Piatto Meaptas Conde) 
Gasoline 80 91 100 Dir. Dir. 
Taxes T.W. T.W. T.W. to Tc T.W. T.0 
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Rochester 
20.5 


2% city sales tax, applicable to ‘peice of gasoline (ex tax). 
nd Mt. Vernon, tank wagon less 0.5¢c for deliveries of 300 gals. or more. 
wagon 0.5¢ for deliveries of 800 gals. or more. 
and Mt. Vernon, tank SS Coe we Siete of OS ak. @& aoe 
Notes: Jamestown T.C. prices are delivered orton, all other T.C. prices are FOB bulk terminals. 
Ohio Standard 
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Sohio X-Tane Gac«oline 
Aviation Gas.-Cons. T.W. (Regular Grade) Naphtha & Solvents—Cons. T.W. 
Sohio Sehio Sohio Con- Re- R D.C. V.M.&P. Sohio 
Gasoline“ Avia. Avia. Sol Naph- — Varno- Sol- Kerosine No.1 No.2 
T s.s. tha lene vent T.W. Sehio- Sohio- 
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18.9 
20.9 
20.9 
20.9 
18.9 
20.9 
20.9 
20.9 
20.9 
20.9 
17.9 
20.9 
20.9 
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bene oy ay aqevetens can ‘purchase aviation gasoline less 4c per gal. State Road Tax by supporting purchase with State 
-10 to supp 


Discounts: Sohio Aviation—on contract to hangar operators and resellers, off consumer 

Notes: Kerosine, Nos. 1 and 2 Fuels—Prices are for 100 gale: or more, 60 to 99 gals. add “le per eal. ee ag we Rho 
a en eee eee = © 0 gals. or more. Fi other deliveries: 150480 als. nda 20: lene than 160 
gals., a 


Premium-grade gasoline t.w. prices 2¢ above regular; third-grade prices same as regular unless otherwise noted; s.s. prices are at company operated stations. 


Indiana Standard 


Tank wagon prices listed below were obtained by NPN correspondents who visited Standard 
of Indiana bulk plants where the company’s prices are publicly posted. 
Red Crown St lex Furnace Oij]———_ 
(Reg. Grade) Gaso- Kero- 100 100- 100- 175- 350 850 
Cons. Dir. line sine 1-99 gals. 175 349 849 —s gals. gala. 
brig “ — gals. &over gals. gals. gals. & over & over 
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Fuel Oile—T.W.—Chicago, I. Fire-Chief Gasoline 
Standard Stanolex (Regular Grade) 

Heater Oil Furnace Oi Dealer CGasxoline 
15.3 T.W. Taxes 

“ee. 14 8 

14.8 
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14.3 
13.8 


Stanolex Stanolex 


Gasoline tax column includes these city & 
uclA Fue! C 


county taxes: Mobile, 2¢ city: Birmingham, le 
county: Montgomery, !¢ city & le éoun’ 
Pensacola, ic city. Other taxes not included 
prices: Georgia, keroxine, t¢: Mon 

ine, lc; Mississippi, kerosine 0.5c. 


1-749 
750 gals. & over , 8.25 


Taxes: St. Louis, Mo., line tax includes le 
tax. Des Moines, Ia., kerosine and furnace 

oil prices do not include 4c state tax. State ¢ consumers with minimum delivery Notes: 

sales, occupation, consumer & use taxes to Premium-grade gasoline t.w. prices 2¢ above 

be added where applicable. Premium-grade gasoline t.w. prices 2¢ above regul 


ar. 
*“Temporary” price. Cons. t.w. prices same as net dealer prices. 
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UNDISPLAYED RATE 
$1.50 a line. Minimum 3 fines. To figure ad- 
vance payment count 5 average words as o 
line. (See {| on Box Numbers.) 
POSITION WANTED. Undisplayed rate is one 
half of above rate, payable in advance. 
PROPOSALS, $1.50 cents a line an insertion. 


INFORMATION: 
BOX NUMBERS count one additional line in 
undisplayed ads. 
DISCOUNT OF 10% if full payment is mode 
in advance for four consecutive insertions of 
undisplayed ads (not including proposals). 


DISPLAYED RATE 
The advertising rate is $14.50 per inch for all 
advertising appearing on other than @ con- 
troct basis. Contract rotes quoted on request. 
AN ADVERTISING INCH is meosured % inch 
vertically on one column, 3 columns—30 inches 
—to a poge. 


Send NEW ADVERTISEMENTS to N. Y. Office, 330 W. 42nd St., N. Y. 36, N. Y. 
SECTION CLOSES each Wednesday, one week preceding date of issue. 











Want fo 


SAVE TIME? - 


of course you do .. . for time is 
money. So whenever you want to 
make quick, effective contact with 
men in active management in the Pe- 
troleum Industry use the “CLASSI- 
FIED” section in NATIONAL PETRO- 
LEUM NEWS. 


“CLASSIFIED” can help you with 
your wants and needs; personnel or 
@ position: a business service or a 
business for sale. 


The rate is low—$1.50 per line with 
a minimum of 2 lines. For further in- 
formation write “CLASSIFIED.” c/o 
NATIONAL PETROLEUM NEWS, 330 
W. 42nd St., New York 36, N.Y. 








REPLIES (Box No.): Address to office nearest you 
NEW YORK: 330 W. 42nd St. (30) 
CHICAGO: 520 N. Michigan Ave. (11) 
SAN FRANCISCO: 68 Post St. (4) 

















anted: Experienced Salesmzn to take chorge 
of Industrial Oil Burner and Oil Sales for a 
large Independent Oil Company in Eastern 
Pennsylvania. This is an excellent opportunity 
for the right man to eventually take charge of 
this department. Earnings will be based entirely 
on your own sales and supervisory ability. Write 
P-1302, National Petroleum News. 


Excellent opportunity with well established, large 
refiner for high type salesman experienced in 
tank car sales of unbranded bulk lubricating oil 
and lubricating oil stocks. Prefer salesman with 
working knowledge of lubricating oil specifications 
and lubricating engineering. Sales territory Great 
Lakes area. Write Box P-1344, National Petrole- 
um News. 








Position Wanted 


Need a mon, age 45, with 12 years experience 
prior to WW II in oil marketing, major and in- 
dependent; who has obtained the Doctors degree 
in Business since Army Service; now teaching 
in University; likes work and anxious to return 
to the oil business? Write details of your proposal 
to PW-1336, National Petroleum News. 








For Sale—5000 gallon, 3 ment, Frue- 


hauf & Frazier trailers, completely reconditioned 
and painted. Also new 6300 gallon Standard Steel 
Pub 


Casing head trailers available. Write or 
Harmon Tank & Welding, P.O. Box 1512, 
bock, Texas. Phone 2-6521. 


For Sale 3750 gallon 3 compt. Freuhouf, thru 
aon, ainted red. 1550.00. Also, tandems. Buy 
from Bruce E. Hackett Co., 621 West 58th St., 
Kansas City, Mo. Hiland 1385. 


Pp Seill b to 600 p.s.i. valves and 
tating. een a x 4” bolts and nuts, reac 
tion chamber 40’ long 4%” diameter 4” thick 900 
Ib. pressure, high pressure pumps. Kell Jones & 
Son, Lee and Irving Sts., Beaumont, Texas. 


For Sale:—1I515 gallon 6 compartment 300- 
300-250-265-200-200 streamline, two cabinets, 
mounted on Brockway 1946 model 152W, Air 
brakes 1000/20 tires. Fowler Oil Co., Inc., Hones 
dale, Penna. Phone 498. 


WANTED 


ANYTHING within reason that is wanted in the 

field served by NATIONAL PETROLEUM News 
can be quickly located through bringing it to the 
attention of thousands’ of men whose interest is 
assured because this is the business paper they 
read. 
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Aro Equipment Corp. 


Avondale Marine Ways, Inc. 


Betts Machine Co. 


Canfield Oil Co. 


Cities Service Oil Co. 


Crane Co. 


Deep Rock Oil Corp. 


Erie Enameling Co. 


Ever-tite Coupling Co. 


Facing 25 


Globe Union, Inc. 
Guardian Light Co. 1 


4th Cover 


Hartol Petroleum Corp. 


Mack Mfg. Co. 
Marlow Pumps 
Modern Welding Co. 


Morrison Bros. Co. 


Neptune Meter Co. 3rd Cover 


New England Petroleum Corp. 53 


OPW Corp. . 
Oronite Chemical Co. 


Gilbert & Barker Mfg. Co. 28-29-36 Paragon Oil Co. 
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Patent Chemicals, Inc. 
Petroleum Educational Institute 


Philadelphia Valve Co. 


Republic Oil Refining Co. 


Scully Signal Co. 37-53 
Southwest Grease & Oil Co. 26 


Stewart Warner Corp. 2nd Cover 


U. S. Steel Corp. 47 
Universal Oil Products Co. 32-33 


Viking Pump Co. 


Wayne Pump Co. an. on 
White Motor Co. Facing 24 
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ABOUT OIL. PEOPLE 


PRESIDENT of American Petroleum Institute, Frank Porter has been given the first 
annual service award of the Gasoline Merchants of Brooklyn, Inc. The citation honors 
Mr. Porter as the “outstanding personality in the petroleum industry who has con- 
tributed most during the past year to promote the interests and welfare of the gasoline 
retailers of the nation.” Samuel Rosenwasser, right, board chairman of the Brooklyn 
association, is shown presenting the award to Mr. Porter. 


L. P. Heldridge has been made man- 
ager of the new central marketing 
division established by Mid-Continent 
Petroleum Corp. on Jan. 1. T. E. 
Fitzgerald, Mid-Continent vice presi- 
dent, said it was necessary to create 
this new division from part of the 
company’s northern division because 
of increased gallonage in the terri- 
tory. From headquarters in Madison, 
Wis., the new division includes all 
territory in Wisconsin formerly oper- 
ated by the northern division and 
northern Illinois (excluding Rock 
Island and Moline). 

O. B. Blankenship is the assistant 
division manager of the new division, 
coming from his former post as dis- 
trict manager in the eastern division. 

Several other promotions became 
effective Jan. 1 in the company’s 
other marketing divisions. B. R. Davis, 
formerly assistant distributor sales 
manager, succeeded Fred Smith who 
retired as manager of distributor sales, 
Tulsa division. ‘L. L. Cox will fill the 
newly created position of manager of 
the distributor sales department, east- 
ern division. J. H. Ewald, formerly 
assistant distributor sales manager in 
the western division, was promoted 
to distributor sales manager. 
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C. M. Swanson, 
St. Louis metro- 
politan manager 
of the Sinclair 
Refining Co. has 
been elected the 
1954 president of 
the Oil Men's 
Club of greater 
St. Louis. 

The retiring 
president, A. J. 
Becker, president 
of the Becker-Marsden Co., will serve 
as an honorary director next year. 

New vice presidents of the club, 
elected at the same time, include: 
G. W. Gladders, president of the 
Martin Oil Co., and W. M. Garvey, 
assistant division manager of the Gulf 
Refining Co. The club’s secretary 
treasurer, L. C. Pfaff, Socony-Vacuum 
Oil Co., was re-elected for another 
term. 

New directors include: A. V. Berg- 
man, sales manager for the R. J. Brown 
Co., and George E. Koertel, vice pres- 
ident, Liberty Bell Oil Co. 

Now in its sixth year, the Oil Men’s 
Club lists 180 members from both 
Missouri and Illinois. It has been 
active in charitable and civic work, 


C. M. Swanson 
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and for the past several years has 
sponsored “Oil Progress Week” in St. 
Louis. 


Aubrey Kief, manager of the Texas 
Company’s aviation sales division in 
New York, has been named chairman 
of the Aviation Advisory Committee 
of the American Petroleum Industries 
Committee. He succeeds Middleton 
DeCamp of Louisville, manager of the 
aviation and LPG departments of 
Standard Oil of Kentucky. 

J. F. Stork, sales manager for air- 
ports and airlines, Standard Oil of 
Indiana, was named vice chairman of 
the Aviation Advisory Committee, suc- 
ceeding P. V.:Kane of the Sun Oil Co. 
E. E. Lothrop, of the American Petro- 
leum Industries Committee staff, was 
re-elected secretary of the aviation 
group. 

* 


H. M. Bayer was elected a vice 
president by the board of directors of 
Gulf Oil Corp., effective Dec. 31. He 
will be in charge of the company’s 
Fort Worth production division, suc- 
ceeding F. J. Adams who retired at 
the end of the year. 


Harry A. Jackson has been ap- 
pointed a vice president of Tide 
Water Associated Oil Co., and chair- 
man of the company’s operating com- 
mittee, eastern division. With head- 
quarters in New York. He will be in 
charge of all operations of the east- 
ern division which markets petroleum 
products in the New England and 
the Middle Atlantic states. In his new 
position, Mr. Jackson succeeds Drew 
L. Hines who retired Jan. 1. 


John R. Nelson 
retired Dec. 31 as 
vice president of 
Canfield Oil Co. at 
Cleveland, Ohio. 
Mr. Nelson was 
one of the first to 
use visual sales 
presentations and 
presented one of 
the first films 
showing the re- 
finery and prod- 
ucts story. Mr. Nelson’s only plan, for 
the present, is a long rest at his coun- 
try home, east of Cleveland. 


J. R. Nelson 


T. W. G. Thompson, manager of 
the Texaco Exploration Co. since 
March 1, 1952, was appointed vice 
president and manager of the com- 
pany, effective Jan. 1, 1954. 
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modern landscape 


The MODERN QUALITY BULK STORAGE TANK, result of correct engineering and proper methods 


of fabrication! Here and abroad, in both small operations and large, leading oil companies have specified 


MODERN units for every type of installation: vertical and horizontal above and below ground storage. 
Whatever your problem, depend on MODERN QUALITY to give the best service at lowest cost, and, 
if your needs require designing and furnishing special equipment for a particular installation, 
MODERN representatives have the necessary experience to 
meet your demands. There’s a MODERN tank to satisfy your 
requirements—and surpass them! Write, wire or phone your 
nearest MODERN QUALITY representative today! 


Representatives in all principal cities of the United States 


RITE FOR CATALOG TO 
ODERN WELDING CO., INC. 
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E. J. Webster 


E. H. Lyon 


E. J. Webster, sales manager of 
Phillips Petroleum Co. since 1940, 
was promoted to manager of the sales 
department, effective January 1. E. H. 
Lyon, formerly assistant sales man- 
ager, was promoted to succeed Mr. 
Webster as sales manager. Both men 
will remain at the company’s head- 
quarters at Bartlesville, Okla. 

Mr. Webster was sales manager of 
the Winters Oil Co. at Kansas City, 
Mo. when that firm was purchased by 
Phillips in 1929. He was made an 
assistant division manager for Phil- 
lips at that time and has advanced 
through several capacities in the sales 
department since. 

Another change in the Bartlesville 
staff is the promotion of P. D. 
Berthelot from regional manager of 
the Tulsa-Wichita-Houston-Tampa di- 
visions to assistant sales manager in 
charge of operations. 

G. E. Glatfelder, assistant division 
manager, Wichita, Kan., will move to 
Bartlesville as a regional manager. 
Other promotions at the Bartlesville 
office include Paul Rechnitzer from 
director of supervisory training and 
safety to assistant to the manager of 
the sales department; J. M. Vandaveer 
from personnel assistant to director of 
employe relations, sales department, 
and T. R. Hill from assistant to the 
sales manager to assistant manager of 
TBA and LPG appliances. 

Promotions in the division offices 
include: W. R. Johnson from assistant 
division manager to division manager, 
St. Louis, Mo., succeeding R. H. Dan- 
gerfield who is retiring, and J. R. 
Barlow from marketing assistant to 
assistant division manager, Houston, 
Tex. 


M. A. Ennis is joining the staff of 
the Liquefied Petroleum Gas Assn. 
Jan. 15, as West Coast secretary in 
San Francisco. He has been employee 
training director of the National Com- 
mittee for LP-gas Promotion since 
1951. 

oe 


O. E. Garver, formerly assistant dis- 
trict manager for Standard Oil of Cali- 
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fornia in San Diego, has been named 
assistant district manager in Phoenix, 
Ariz., succeeding W. B. Wright. 

W. B. Bilger, formerly assistant dis- 
trict manager for Standard of Cali- 
fornia in Long Beach, has been ap- 
pointed assistant district manager in 
San Francisco, succeeding A. B. 
Youens. 


J. Ed. Warren, 
former Deputy 
Petroleum Ad- 
ministrator of De- 
fense, has been 
appointed a vice 
president of the 
National City 
Bank of New 
York. His assign- 
ment will be to 
head the bank’s 
petroleum busi- 
ness and help co-ordinate National 
City’s activities with correspondent 
banks throughout the country. 

e 


Leon J. Breton will take over super- 
vision of the sale of American Mineral 
Spirits’ complete line of petroleum sol- 
vents and allied chemicals from the 
company’s office in Rahway, N.J. He 
replaces John A. Kennedy who has 
been transferred to Los Angeles. James 
W. Stewart has been promoted to traf- 
fic manager of the same company. 


J. E. Warren 


P. V. Kane 


A. J. Welliver 


Percy V. Kane, retired Jan. 1 as 
manager of Sun Oil Company’s gen- 
eral wholesale sales department. He 
started with the company as a steno- 
grapher in 1908, when Sun’s general 
Office staff in Philadelphia consisted 
of 16 employes. Mr. Kane had been 
wholesale manager since 1936. 

Allan J. Welliver replaces Mr. Kane 
as manager of the company’s general 
wholesale sales department. He has 
been assistant manager since 1945. 
Starting with the company in 1938 as 
a motor products salesman at Long 
Island City, N.Y., he served in the 
sales promotion department and then 
in production control. Succeeding Mr. 








Welliver is Francis F. Palmer, formerly 
manager of the industrial products 
division of Sun’s Ohio Valley region. 

Another change is the appointment 
of K. E. DeRosay as manager of the 
new fuel oil department. He had pre- 
viously been manager of fuel and 
furnace oil sales of the general whole- 
sale department. 


2 
George T. Phipps has been named 

assistant manager of Carter Oil Com- 
pany’s marketing department. He will 
continue to make his headquarters in 
Billings, Mont. Carl B. Yantis will 
succeed him as sales manager of the 
Billings division. John F. Fleming of 
Billings heads the new Spokane, Wash., 
marketing division. 

a 

Harry M. Edel- 

stein, formerly as- 
sistant solicitor of 
the Department of 
the Interior, re- 
signed Jan. 1, to 
return to private 
law practice. Dur- 
ing his 18 years 
in the Interior De- 
partment he spe- & 
Cieiaed in the lew sr 34. Résisteln 
relating to oil and 
gas leasing of Federal lands and of 
the Continental Shelf. 

o 


H. W. Jones, manager of industrial 
relations of The Atlantic Refining Co., 
has been made a vice president of the 
company in Philadelphia. 

* 

Captain Louis C. McKay succeeds 
Verne N. Drew as marine superintend- 
ent of the Pan American Petroleum & 
Transport Co. Mr. Drew was recently 
appointed marine operating manager. 
Captain McKay started with the com- 
pany in 1936 and in 1948 was ap- 
pointed its port captain in New York. 
His headquarters will be in New York 
City. 





Francis X. 
Mannix has been 
made secretary of 
Pan American 
Petroleum and 
Transport Co. and 
its subsidiaries in- 
cluding the Amer- 
ican Oil Co. He 
succeeds the late 
Leonard M. Wil- 
son. F. X. Mannix 

An attorney and 
certified public accountant, Mr. Man- 
nix has been a member of the com- 
pany’s legal staff since 1945. 
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HERE’S A HOLE 188,000,000 FEET DEEP! 


One hundred and eighty-eight million feet down! ... 
that’s the total feet of hole your American Petroleum 
Industry drilled in 1952. It represents the 48,800 new 
wells they completed throughout the United States. 


So what? ...So it means a greater reserve of oil than 


ever before in U.S. history. It’s oil 
needed to meet the all-time peak de- 
mand of the American consumer ... 
estimated as high as 8,022,000 bar- 
rels a day in the last quarter of 1952! 


...and it cost the industry 4 billion 
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CITIES 


SERVICE 


An important part of the American Oil Scene 
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dollars to produce these truly outstanding results! 

Cities Service drilled 375 miles of holes itself in 
1952, carrying on exploration activities during the 
year that extended over 26 states, and into Canada 


and Mexico, and produced 43,000,000 barrels of 


liquid petroleum. Cities Service is 
proud to play its part in this tremen 
dous effort to keep our standard of 
living the highest in the world .. . to 
keep America vital and strong for 


its role as the leader for world peace. 
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DOMINO-PLAYING LAWYERS, James G. Leovy, center, and Paul O. Broxon, 
right, of Western Gulf Oil’s legal department, won the fourth domino doubles 
tournament sponsored by the Petroleum Club of Los Angeles. Gold-mounted walnut 
boxes of dominoes were presented as prizes by Basil Kantzer, Union Oil, the house 


committee chairman 


Harold P. Ho- 
bart, vice presi- 
dent of Gulf Oil : 
Corp., and sev- 
eral of its sub- 
sidiary compa- 
nies, retired Dec. 
31, 1953. He has 
served the com- 
pany in the de- 
velopment and 
improvement of 
petroleum prod- 
ucts and their proper application. In 
addition, he has been engaged in de- 
termining marketing and sales engi- 
neering policies for these products. 
Mr. Hobart had been with Gulf for 
34 years. 


H. P. Hobart 


R. W. McOmie, present manager of 
Shell Oil Company’s refinery at Wil- 
mington, Calif., has been appointed 
manager of the new refinery the com- 
pany is building at Anacortes, Wash. 

P. J. Merkus, assistant to the vice 
president in charge of manufacturing, 
will succeed Mr. McOmie as manager 
of the Wilmington refinery. Both pro- 
motions are effective Jan. 15, 1954. 

* 

Samuel Messer has been elected 
chairman of the board of the Quaker 
State Oil Refining Corp. He has been 
with the company for more than 50 
years and has served as vice president, 
president and vice chairman of the 
board. As board chairman he succeeds 
Harry J. Crawford who died Novem- 
ber 3, 1953. 
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Dr. Blaine B. Wescott has been 
named director of research for the 
Gulf Research and Development Co., 
effective Jan. 1. Dr. Wescott has been 
associated with Gulf since 1927, and 
is recognized internationally as an 
outstanding metallurgical chemist. 





S. H. Casey L. F. Andry 


Sam H. Casey, former general man- 
ager of purchases, will become general 
manager of supply and transportation 
for Pan-Am Southern Corp., reporting 
to R. L. Aycock, vice president in 
charge of supply and transportation. 

This change is part of a reorganiza- 
tion under way at Pan-Am. When 
completed it will consolidate the de- 
partments of traffic, crude oil supply, 
product supply and exchange, and 
purchasing and aviation under the 
supply and transportation department. 
Also, L. F. Andry was promoted from 
assistant traffic manager to traffic man- 
ager, reporting to J. E. Monroe, gen- 
eral traffic manager. 
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COMING MEETINGS 


JANUARY—1954 

| Oil Men’s Assn., 39th annual Con- 
ention, Lassen Hotel, Wichita, *"Tenees. 
ps 19-20. 





Texas Oil Jobbers Assn., $08 Mengpement Ia. 
a Driskill Hotel, Austin, , Jan. 
5-27 

FEBRUARY 


Florida Petroleum Market Assn., annual 
meeting, Hotel George ‘Washington, 
Jedhaenviile, Fia., Feb. 5. 

Missouri Petroleum san. Chase Hotel, St. 
Louis, Feb. 8-10. 


Western Petroleum Refiners Assn. regional! 
meeting, Hotel Beaumont, Beaumont, Tex., 
Feb. 11-12. 

American Petroleum Institute, Lubrication 
Committee, Sheraton-Cadillac Hotel, Detroit, 
Feb. 15-17. 

lowa Independent Oil Jobbers Assn., annua! 
convention, Fort Des Moines Hotel, Des 
Moines, Iowa, Feb. 17-18.. 

National Tank Truck Carriers, Palmer House, 
Chicago, Ill., Feb. 22-24. 

ing com- 


Packaging Institute 7 
mittee), = ‘exas, Fi 23-24. 


Wisconsin Petroleum Assn., Hotel Schroeder, 
Milwaukee, Wis., Feb. 24-25. 


MARCH 


American Socy. for Testing Materials, spring 
eggs Shoreham Hotel, Washington, D.C., 
. 1-5. 


Secy. of yg oY oe (national pas- 
senger body a materials ounites). 
Statler Hotel, Darel, Mich., Mar. 2-4. 

American Society for Metals, mid-winter 
meeting, Hotel Statler, Boston, Mass., March 
4-5. 

Texas Oil Jobbers Assn., annual convention, 
Baker Hotel, Dallas, Tex., Mar. 8-10. 

Oil Industry Information Committee, Shamrock 
Hotel, Houston, Texas, March 8-10. 

Illinois Petroleum Marketers Assn., 32nd An- 
—_ Convention, Product and Equipment 

how, Sherman Hotel, Chicago, Illinois, 
Merch 16-17. 

Ohio Petroleum Marketers Assn., annual con- 
vention and marketing exposition, Deshler- 
Hilton Hotel, Foy sage Ohio, March 16-18. 

North Texas Oil & Gas Assn., annual posting, 
Kemp Hotel, M Wichita Falls, Tex., Mar. 

Western Petroleum Refiners Assn., ooh 
ae ee + gaa Hotel, San Antonio, Tex., 

a 


APRIL 


National Oil Jobbers Council, The Homestead, 
Hot Springs, Va., April 1-3. 

American Society of Lubrica:ion Engineers, 
Netherland-Plaza, Cincinnati, Ohio, April 
5-7. 

National Petroleum Assn., 5lst semi-annual 

meeting, Hotel Cleveland, Cleveland, ‘Obie, 
April 14-16. 

Fuel Oil Distributors Assn. of New cere, 08 

nual convention, Berkeley-Carteret ‘otel 
Park, N. J., Apr. 28-30. 


MAY 


American Institut Lubrication 
Committee, oe Lodge, Skytop, Pa., May 





American Petrol Institute, Safety & Fire 
Protection Committee, midyear meeting, 
Chase-Park Plaza, St. Louis, May 3-7. 

National Tank Truck Carriers, 6th annual con- 
vention, Netherland-Plaza, Cincinnati, Ohio, 
May 6-8. 

Empire State Petroleum Assn., Hotel Roose- 
velt, New York, May 9-11. 

Pennsylvania Petroleum Assn., spring conven- 
tion, Bedford Springs Hotel, Bedford, Penn., 
May 9-11. 

American Petroleum Institute, Division of Re- 
fining, peed meeting, Rice Hotel, Hous- 
ton, 





Indiana Be ge nw t Petroleum Assn., French 
Lick Hotel, French Lick, Ind. May 12-18. 
Assn. Amastesn Battery Manufacturers, 


White suluher Springs, W. Va., May 18-16. 

Oil Heat Institute of America, Ben Franklin 
Hotel, Philadelphia, May 17. 

American Petrol Institut Division of 
Marketing, midyear meeting, Cosmopolitan 
Hotel, Denver, Colo., May 17-19. 

North Carolina Oil Jobbers Assn., spring con- 
vention cruise on board the Queen of Ber- 
muda, sailing from Norfolk for Bermuda, 
May 23-28. 
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Red Seal's double case design completely eliminates 
any distortion that may be caused in the measuring 
chamber by line pressure or by normal stresses set up 
in the piping system. Prevents binding, inaccuracies, 


and uneven chamber wear. 


LOW METER 
MAINTENANCE 


Either you buy it built-in, or you 


don’t get it at all... 


In Illinois, a petroleum jobber averaged 14,000,000 gallons per year 
through three 3” Red Seal meters . . . and never had to replace or 
work on the accurate measuring chambers in five years! In Indiana, a 
2” Red Seal tank truck meter showed so little wear after 11 years of 
hard work it required calibration only two steps away from its origi- 
nal setting! 

Unusual cases? No. You or your neighbor may have Red Seals 
with equally fine records. 

It's proof of the sustained accuracy that’s built into Red Seal 
meters . . . built into many design details like the four shown on this 
page .. . details you can see with your eyes. There’s only one mov- 
ing part in the measuring chamber, with positive, non-wearing seal 
of a capillary film of liquid. No intricate valves, leathers, or pis- 
ton rings. 

When modernizing your bulk plants and trucks, take a long look 
at the years ahead and specify Red Seals for sustained accuracy you 
can bank on. Ask our nearest Red Seal jobber or branch office 
for details. 





Seal between oscillating piston and chamber in Red 
Seal Meter is of the capillary type... a thin film of 
liquid whose thickness is carefully controlled by pre- 
cision machining. Eliminates metal-to-metal wear, 
provides constant, positive seal. 





Dirt in the measuring el t is a frequent cause of 
trouble in any meter. Here's where Red Seals save, 
for occasional particles won't damage the Red Seal 
hamber. The chamber is easy to remove and clean. 
There is no complicated mechanism to get out of ad- 
justment. 











Patented Red Seal “Gear Shifter’’ firmly locks calibra- 
tion in position with precision gears. It positively can- 
not drift or get out of adjustment. Sealers like it be- 
cause it is so easy to adjust when required... and 
it's seldom required. 
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fecuracy You. Can Bank On 


NEPTUNE METER COMPANY 


50 WEST SOth STREET © NEW YORK 20, N. Y. 


95-E 





Branch Offices: 

ATLANTA + BOSTON + CHICAGO + DALLAS + DENVER 
NO. KANSAS CITY, MO. + LOS ANGELES + LOUISVILLE 
PORTLAND, ORE. + SAN FRANCISCO 

IN CANADA: MEPTUNE METERS LTo., 

1430 LAKESHORE RD., TORONTO 14, ONT. 





] SUPERIOR 
PERFORMANCE 


Globe creative engineering as- 
sures quality construction and 
unsurpassed design. Globe-built 
batteries continually set new, 
high standards of performance. 
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ae 2 FAST, ECONOMICAL 

arn 4 DELIVERY AND SERVICE 

* y *f Get low freight costs and quick 

aN service. 14 Globe factories, strate- 

Be ~  gically placed near your markets 

-are located at Milwaukee, Wis. © 

Adanta, Ga. © Boston, Mass. ¢ Cincinnati, Ohio ¢ Dallas, 

Texas * Houston, Texas * Emporia, Kan. ¢ Hastings-on- 

Hudson, N. Y. * Los Angeles, Calif. © Memphis, Tenn. 

¢ Mineral Ridge, Ohio * Oregon City, Ore. © Philadel- 
phia, Pa. © Reidsville, N. C. 


~ 





3 THERE’S A GLOBE- 


BUILT BATTERY TO 
MEET YOUR NEEDS 


Whatever your battery require- 

. ments — basic Globe sizes and 

types offer you a wide choice to meet any application. In ad- 
dition, special models are made to meet special needs. 





CiGeE Tho 


Globe batteries ore Sr ly 


custom-built for mass 
distribution under the 


trade name Globe 
Spinning Power and a host 
of leading private brands 


Milwaukee 1, Wisconsin 


If it’s petroleum powered, there is a Globe- 
built battery — right, from the start. 





